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C PARMER+«TRELIEF 


To Lift His Standard of Living 
Everything Else is Pushed Aside 


committee meetings on the tariff, are being con- 

ducted in the present short session of Congress. 
The assurance of Mr. Hoover that he will call an extra 
session shortly after his inauguration makes the out- 
standing problem of the day the topic of farm relief, 
and to what extent the tariff will be made the instru- 
ment. 

Members of the Ways and Means Committee have 
been in session with committees from farmers, manufac- 
turers and representatives of many industries. In Feb- 
ruary the subject of hides will come up for tariff dis- 
cussion before the committee, and 
present indications are that the 
farmers will ask for a duty on hides, 
thus forcing an issue in the shoe 
trade that presents many considera- 
tions. 


Presiee esi for farm legislation, through 











F it is the intent of the coming 

Congress to give the farmer 
everything he asks, so that a nu- 
merical count of the items favorable 
to the farmer overbalance the items 
favorable to the city and industrial 
worker, then we may expect the 
tariff to be an instrument of ca- 
mouflaged relief. 

Some of. the demands by the 
farmer border on the edge of ab- 
surdity ; for example, a duty of one 
cent apiece for bananas imported in 




























the hope that the high duty will turn the American 
public toward apples. Also, protection is to be asked on 
butyl alcohol, made from corn raised by mid-Western 
farmers, to counteract the importation of foreign in- 
dustrial alcohol. The glass bottle blowers may, by the 
same token, gain protection, because American sand is 
in competition with the sand pits of Europe. 


AN imposing array of figures has been prepared by 
the Farm Bureau to the end that everything a 
farmer produces will be protected, whether or not it 
handicaps industrial progress. An index has been made 
of the farmer’s dollar to show that 
in 1927 the farmer received the 
equivalent of 131 for farm prod- 
ucts, and must pay for commodities 
on the ratio of 154 (1914 index 
100). 


HE index numbers on prices 
paid by farmers for commodi- 
ties bought for family maintenance 
in 1929 show that food was 154.2; 
clothing, 176.8; operating expenses, 














The farmer's daughter and her 

wants is the greatest factor in 

forcing the farmer to demand 
national aid 


133.2; furniture and furnishings, 
210.1; building materials, 176.0; 
all commodities used for family 
maintenance, 160.9. A _ similar 
study of index numbers on com- 
modities bought to be used by the 
farmer in production show that he 
pays 143.7. 

[TURN TO PAGE 52, PLEASE] 
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: Salesmen Sell the NEW oH OKS 


By Murray C. French 


cry in business today. Hunch is taboo. Guess- 
work is being replaced by accurate forecasts 
based on methodically correlated facts. 

Every merchant is probing his own business for 
more minute details. He is adapting to his own needs 
the successful methods of others. New truths are 
being uncovered. Old truths are being reviewed from 
new angles. New ways of finding new facts are being 
developed. 

Scratching beneath the surface of the problem of 
depreciation, some interesting facts may be brought 
to light regarding the very definite connection between 
depreciation and turnover. 

First: The salability, or 
value, of a stock is in inverse 
proportion to its average age. 

Second: The average 
age of a stock has a direct 
relation to, and may be de- 
termined from, the rate of 


| ees facts and more facts! That’s the great 


Third: After a certain 


age the value of a shoe or agement. 


HEN Murray C. French of the 

Fontius Shoe Co., Denver, de- 
veloped this formula for estimating “what 
a store stock is worth and why” he hit upon 
a subject so fundamentally important we 
anticipate its acceptance by shoe merchants 
nationally as a new rule for business man- 


stock of shoes becomes less than the effort it takes to 
turn that value into cash. 

The discussion of these propositions will attempt to 
locate this “value- vanishing point” and the rate of 
depreciation which this point establishes. From these 
new slants on an old problem may be gleaned some 
answers to the natural question, “What’s to be done 
about it?” 


O begin with, the shoe merchant must always keep 
firmly in mind that in our business salability and 
value mean identically the same thing. A piece of real 
estate, an expensive diamond or a fine piece of art 
may have great value but very little salability. 
But not so in the shoe 
business. 


When a shoe has been on 
the shelf for a year it has 
been looked at, tried on and 
rejected by anywhere from 
a very few to possibly a 
hundred customers who 
were seriously in the mar- 
ket for shoes. 
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the Boss Must Sell the OLp 


No matter then how much the merchant thinks of 
that shoe, or how good it may be intrinsically, or 
how desirable the “dope” says it is, there is some- 
thing wrong with the salability of that shoe. It has 
lost value; its very age proves it. 

A shoe has no value whatever beyond that at 
which a customer appraises it when she says, “Tll 
take it.” 


HE principle that shoe values depreciate with age 

has always been recognized in a general way. 
Herein is presented a definite and practical method of 
measuring that depreciation, first showing a formula 
for finding how old a stock really is. 

The average age of a stock, in months, is found by 
dividing the yearly rate of turnover into 12. 

This law applies not only to shoes, but to any stock 
of merchandise. Its application is shown in the chart, 
where the top line gives the rate of turnover and the 
second line the corresponding average age of the stock. 


HE establishment of this theorem involved a great 

deal of computation. Many “ifs” had to be con- 
sidered and many apparent contradictions had to be 
explained away. However, it was found that any set 
of circumstances which would seem to disprove this 
proposition were circumstances which do not prevail 
in the normal operation of a going concern. 


How to find the 
“value-vanishing point” 
beyond which shoes are 
worthless to the store 


At the beginning of 
a season a store receives 
considerably more pairs 
than it sells. This re- 
duces the average age 
of the stock but usually lowers the turnover—contrary 
to the rule. 

Then again, toward the end of the season, when 
more pairs are sold than are received, the opposite 
normally occurs—also contrary to the rule. 

The explanation is simple and should be well under- 
stood. One month tends to balance the other. For 
every month of excess receiving there must be a month 
of excess selling, else there would result a constant in- 
crease of stock. “What goes up must come down.” 
Any other situation is artificial and cannot long endure. 


I’ the long run the average age figures shown in the 
chart are correct if the turnover is based on a whole 
year’s business (not just a short period), and if the 
stock is approximately its average size. 

If it is considerably larger or smaller than the aver- 
age, then the immediate reasons for its being so must 
be considered in determining whether the stock is older 
or younger than the chart figures. 

For mathematical purposes turnover is used to find 
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average age, but in actual operation the situation is 
reversed, and we find this: 
. The average age of a stock produces and determines 
its turnover. 
Suppose a store should sell only old shoes for a time. 
It is very easy to see that the stock’s average age would 
thus be reduced. Having then a greater proportion of 
new shoes, it would certainly be in position to increase 
its turnover immediately. 


HE opposite is just as true. If only new shoes 

should be sold for a while the old shoes would get 
older and harder to sell, thereby increasing the average 
age and slowing up the turnover. 

Every pair counts. To keep going a store must sell 
both new and old shoes, but every time a salesman sells 
a new shoe when an old one 
could have been sold, he 
makes things harder for the 
boss. 

A stock that turns twice a 
year would have an average 
age of six months. If, how- 
ever, by actual count the 
average age of this stock 
should prove to be less than 
six months, then it is in bet- sell, 
ter condition than usual, in 
position to make better than 
a two time turnover the fol- 
lowing year. Thus, in the 
final analysis, age is the fac- 
tor upon which turnover 
depends. 

Throughout this article 
“old shoes” refers to that 
part of the stock older than 
the average, regardless of 
how young the average age 
may be. 

Now comes the point of 


old shoes. 


the story. As shoes grow older their value decreases" 


but the cost of selling them increases, so it is evident 
that there comes a time when the selling cost becomes 
as great as the value. This is the “value vanishing 


point.” 


A just what age this occurs can only be estimated 
and varies greatly with the type of shoe in ques- 
tion. However, calculations may be made sufficiently 
accurate to prove decidedly helpful. 

It is estimated that the ordinary stock of women’s 


shoes, comprising both staples and novelties, reaches 
its “value vanishing point” at an average age of two 
years. 

Depreciation varies. A very staple stock like that 
of Coward’s in New York will have a considerably 
longer life than two years, while the life of a stock 


EFT to themselves, the salesmen always 
sell the new shoes. 
natural thing to do. The boss must sell the 
It is he who must do the plan- 
ning, put on the P.M., revise the price if 
necessary and keeps the boys alive to the 
fact that their own interests demand the old 
shoes be sold before they get any harder to 


When an old shoe is sold it need not be 
replaced ; the money stays in the till. When 
a new shoe is sold the greater part of its 
price must very soon go to the manufacturer 
for a pair to take its place. 

Every old shoe sold decreases the aver- 
age age of the stock and increases its value. 
’Tis your management of the old shoes that 
determines whether your business is on the 
up grade toward success or on the toboggan 
toward a notice on the door. 

Murray C. FRENCH. 
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of high speed novelties like Carlat’s of Kansas City is 
certainly much shorter. 

Men’s shoes, of course, are in the long life class, 
some staples having almost an indefinite life, while 
the value of an average stock probably vanishes i» 
three years or longer. 


HIS “value vanishing point” is of use mainly to 

establish a rate of depreciation. Take the case of 
the typical women’s stock. If its value disappears in 
twenty-four months, we find its rate of depreciation 
by dividing 24 into 100 per cent which gives 4 1/6 
per cent a month. 

The merchant who takes inventory at cost will find 
this method of computing his depreciation simple, 
accurate and uniform from year to year. 

Instead of guessing at it 
he may now say with assur- 
ance, “My turnover in 
women’s shoes was 24 times 
and therefore the average 
age of my stock is 5.3 
months. On that basis the 
depreciation is 22.1 per cent, 
so my stock is worth just 
77.9 per cent of its original 
cost.” 

Now get ready for some 
astounding figures. Suppose 
this merchant, who has been 
doing $112,500 a year at a 35 
per cent net mark up, should 
increase his business to 
$125,000 on the same aver- 
age stock and at the same 
mark up. 

This increase would 
amount to only $40 a day, 
about one pair per salesman, 
but would boost his turnover 
to 2%. Placing these two 
sets of figures side by side we have this very illumin- 
ating picture: 


It’s the easy, 


A B 
$112,500 $125,000 


73,125 81,250 
32,500 32,500 
2% 2 
Average age (months). 5.3 48 


Value of stock (%)... 779 80.0 Increase 2.1 
Actual value of stock. $25,317.50 $26, Increase $682.50 


Yearly sales Increase $12,500 


— cost of sales 


Increase % 


He would not only reap the normal profit on the 
extra $12,500 sales, but in addition he would positively 
increase the actual value of the unsold stock $682.50. 
Think of that! 

Incredible? Not a bit of it. It’s an actual fact. To 
increase his sales $12,500 and yet keep his stock the 
same, he must receive that many more shoes during 
the year. The shoes that come in are all new; those 
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A New Merchandising Formula 
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% ation Between Jyrnover Average A 


eck and 


The average age of a stock, in months, is found by 
dividing its turnover into 12. 

The rate of depreciation per month is found by dividing 
the number of months at the “value vanishing point” into 


100 per cent. 


The depreciation of the stock is found by multiplying 
its average age by its rate of depreciation. 

The value of the stock is found by subtracting its de- 
preciation from 100 per cent. 


that go out are part new and part old, as 

is always the case. But the increased selling 
speed is pushing the old shoes out faster than 
the new shoes are taking on age. 

The value of the stock is increased by $682.50 
just because those extra sales turned into cash at 
a small depreciation so many pairs that would 
otherwise have been carried over into the follow- 
ing year at an ever growing loss in value. 

It’s too good to be true; there must be a catch 
in it somewhere! There is. It is undeniably true 
that the stock has increased in value $682.50, but 
that increase is in the shoes, not in the cash 
drawer. 

There is no profit till the shoes are sold. In 
order to cash in on that $682.50 the turnover 
must be kept up to 2% during the succeeding 
year. If it falls back to 2% the age of the stock 
increases and its value decreases to its former 
worth. The rule works both ways impartially. 


N the other hand, the supposition that his net 

mark-up would remain at 35 per cent is in- 
correct. In actual operation, when his turnover in- 
creases his net mark-up rises because there are 
fewer mark downs. So, to be exact, he realizes 
a good share of that $682.50 during the current 
year. 


Successful merchandising one year bears additional 
fruit the following year just as truly as the overstocks 

of one year breed losses for the next year. 
Just a word here about computing turnover. 
run the answer will be the same whether figured on pairs. 
retail sales and retail stock or cost sales and cost stock. On 
the cost basis the original cost, not the depreciated value, 
must be used on the stock if, as is usual, the original cost 
is used on the sales. The average monthly stock must be 
used and not the average of the inventories taken at the 

beginning and end of the year. 


In the long 


IGURE your turnover honestly. Lie to your friends and 
competitors about it if you want to, but for your own 
good don’t fool yourself. 

As to the accuracy of placing the 
of women’s shoes at two years, just ask yourself if you 
would give over 50 cents on the dollar for a stock which 
averages one year old, and which therefore must contain 
some shoes six months old, some nine, some twelve months ; 
others two, three or even four years old. 

A typical men’s stock, estimated to have its “value van- 
ishing point” at three years, ora monthly depreciation of 
2 7/9 per cent, would be worth 66 2/3 cents on the dollar at 
an average age of one year. 

Both these estimates are probably not far wrong, while 
the value of a stock of women’s high-speed novelties and 

[TURN TO PAGE 52, PLEASE] 
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Getting More Shoes Sold 


ight Fe 


Ti ell the Farmer 


HE farmer is sitting in the rider’s seat, and there 
is no telling his destination. Through political 
promises he is expecting everything. 

Two years ago at Chicago, when President Coolidge 
enumerated fifty-nine articles that were in the farmer’s 
favor, he was sharply attacked right in the same meeting 
by a well-versed farmer who enumerated eighty-six 
items in the tariff that were not helpful to the farmer’s 
standard of living. 

Beware lest duty goes back on hides. The farmer 
already has a duty on imported cattle and meat and this 
will be increased. The farmer has no logical reason for 
adding to the cost of the price of shoes to everybody in 
America, when there is practically no benefit in dutiable 
hides to him directly or indirectly. 

In this issue we give a number of facts that should 
be told to the farmer by every shoe merchant contact- 
ing the growers of America. The plan of attack by the 
industry on the tariff subject has had a complete change 
of front. The farmer and his organization is first to be 
taught the folly of a hide duty, and after that it may 
be necessary to tell the Congressman. 

If it is the intention of the politicians to feed the 
farmer on the number of items in his favor, let’s battle 
for the same freedom on hides that has been in opera- 
tion for sixteen years. It is true that the farmer de- 
serves a better standard of living, but it cannot come 
through legislative penalties against the whole American 
public. 

To give an idea of the hog tactics in tariff work, 
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Robert Graham of Alliance, Neb., representing the Ne- 
braska Stock Growers’ Association, advocates a duty of 
six cents a pound on green hides and sixteen cents on 
dry hides. . 

If this went into effect the American public might 
well expect a 75 cent to $1.00 per pair increase, for every 
cent added to the raw hide doubles itself automatically 
in tannage costs. What a nice situation when an 
American tariff automatically increases the price of 
every raw skin imported which forms the major per- 
centage of skins needed for American footwear. 

Do your bit in telling the farmer and his grange the 
true facts in the case. 


Fashion and Wealth 


HE addition of blue to the colors of women’s shoes 

has been estimated as contributing at least fifty mil- 
lion dollars to the shoe and leather industry’s output. 
Blue is now a standard and accepted color, and has 
every indication of being a permanent fashion feature 
in footwear of the future. 

No estimate cari be given of the additional favor and 
selection that has come through the introduction of 
lizard and reptile leathers. Millions of pairs of shoes 
have beer ordered, sold and profited upon by the intro- 
duction of these new reptilian materials. 

The slight introduction of fabrics last season opens 
up a future of selection by the American public of more 
shoes. 

It is now taken for granted that all of the woven 
sandals that have found a place in the American wo- 
man’s favor have been in a way extra shoes over and 
above the standard, normal requirements of shoes as 
foot coverings. All of these extra shoes are like spice 
to a business. In most cases too little, or no extra 
profit, was asked for these distinctively different types of 
footwear. 

The development of color and the fine selection of 
shades and the standard kid, calf and cabretta have not 
been materially reduced by the use of these other mate- 
rials. The fact remains that every new material and 
color carries with it a potential sale of more pairs of 
shoes, because of the appeal to the feminine eye. If 
wear and utility were the measures of shoe purchasing 
today, there would be mighty few shoes sold. It is 
making shoes desirable that has made the women’s end 
of the business a better division of effort. 

A few minor experiments in the utilization of other 
materials in men’s shoes have been successful, but there 
is entirely too little spirit of venture on the men’s side 
of the store. There is a lesson to learn from the ser- 
vice and selection given to women. Unfortunately most 
men’s minds are closed to the purchase of a second 
pair of shoes by the inability of the store to interest a 
man in another pair. 

What a peculiar situation also exists when the man 
customer, having bought a pair, closes his mind for six 
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months to every effort of window display, advertising 
and store service, and only thinks of the shoe store 
when he absolutely needs another pair. The appeal of 
the eye needs more attention in men’s shoes. 


Dry Footwear Need 


HERE is no real measure of the extent of the “flu” 

epidemic. It continues and the shoe merchant 
should advise his customers to. be “on guard” with warm, 
dry and stouter footwear. Cold and wet feet have been 
contributing causes for the weakness of the human sys- 
tem, thereby causing more “flu.” 

There is no question but what actual sickness and the 
scare caused by it have had an effect on public expendi- 
tures for both goods and entertainment. The orange 
and citrus fruit growers took advantage of a statement 
made by a Chicago physician and have been about the 
only organized industry to make a profit on the calamity. 

The after effects of “flu” in the lessening of resist- 
ance to cold and fever make it necessary for the shoe 
merchant to tell the public both far and wide to safe- 
guard their health by proper footwear in February and 
March. Any one who has had the “flu” knows the 
weakened condition of the body after that illness. Thin 
and light foot coverings of feminine and general wear 
are not sufficient for the duty of resisting cold and 
dampness. Many men would be better off if they wore 
boots, instead of ox- 
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events that the merchant must know, if he is to profit 
from the ebb and flow of business ideas. 

The merchant must keep posted. Changes in our in- 
dustry are constant and rapid. What is of supreme im- 
portance to the merchants are that these changes are the 
dominating factor in the rise and fall in demand for 
style and affect values. 


A New Turnover Rate 


HE close of the calendar inventory and balance 

indicates the results of the business of 1928. By 
and large the country over the rate of turnover has 
decreased. 

Inevitably so because methods of merchandising have 
changed. When a woman wants what she wants, and 
knows exactly the shoe that fits with her costume, it is 
up to you to have that shoe or lose the sale. There 
have been more no-sale customers than ever before. 

Every woman will search until she finds precisely 
what she wants—color first, heels second and pattern 
third. The loss in turnover has been greatest in chain 
stores, for to get the volume in business they have been 
forced to carry more lines. The chain system of opera- 
tion does not permit of wide variety of merchandise. 

The true success of a chain store is in buying a few 
numbers and having plenty of sizes and widths in dozens 
of stores. When buying methods change, and it is 

necessary to have a wider 





fords, in the bitter 


variety of styles, there 
comes a corresponding 


months. 

Now is the time for 
the shoe store to be “on 
guard” in behalf of pub- 
lic health. 


The Reading 
Age 


HE value of week 

by week reading of 
the RecorDER is cumu- 
lative. Separate and 
random items and stories 
by themselves alone have 
value, but there is many 
times the value, to the 
subscriber, who profits 
by the time he spends in 
regular reading. You 
will find that successive 
items, linked together, 
show clearly the ups and 
downs of style, materials, 
and economic trends. It 
is the drift of economic 





The Reason Why 


THE FASHION SHOE SALON 
Atlantic City, N. J. 


Your publication is a part of our store equip- 
ment. It is educational and instructive. No 
shoe store, to my mind, is complete without the 
Boot AND SHOE RECORDER. 

Its timely suggestions and the views of other 
merchants are indeed a benefit to all progressive 
merchants. 

We feel at this time we will never be without 
your good book. 

Very truly yours, 
(Signed) S. STEIN. 


I particularly like what Mr. Stein says about 
timely suggestions, because, in an iedere in 
which seasons play as important a part as they 
do in ours, timeliness of editorial content makes 
the publication of much greater value than it 
could possibly be otherwise. The correct tim- 
ing of the buying and selling processes not in- 
pepeney spells the difference between profit 
S. 


Zout- 67 Extn 
President. 








decrease in sizes and 
widths, which naturally 
makes fewer sales per 
hundred customers enter- 
ing the store. 

To solve the problem 
of a greater turnover is 
the outstanding issue of 
1929. Perhaps mer- 
chants will be forced to 
have more capital in their 
business and must plan 
to get a greater profit 
per pair to compensate 
for the loss of unit sales. 

The opportunity of 
the alert merchant is 
more apparent for the 
opening of 1929 gives to 
him his greatest oppor- 
tunity. If he can select 
what the public wants, 
when it wants it, he can 
ask a feal and proper 
price for the shoe. The 
intrinsic value has very 
little to do with the price. 





> 
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New Faea 


Every Design With 
Tailored Lines 


S 


O one in France knows anything 
N about sport shoes as the American 
understands sports footwear. The 
nearest approach is what might be termed 
a spectator sport shoe. The basket weave 
sandal, filled with colors, is the Parisian idea 
of sport footwear, but Paris will learn in 
time, as it has already in garmentry, that 
the American spirited youth is taught in 
apparel design from American sports wear. 
A tailored period is in Paris now, and just 
as a tailor overlays a collar or a notched 
yoke, so too the designer of footwear in 
Paris is trying to see how cleverly simple 
patterns can be made. Color combinations 
of great daring and beauty are being at- 
tempted ; for example, beige and tomate red. 
The spring coats are the richest ever. 
Naturally the shoes and hats worn are very 
simple in effect, although they may be com- 
plex in their tailoring lines. The first 
spring interest is in black shoes. Patent 
leather is really popular, but the smartest 
of all is the combination of black lizard and 
antelope. More open spaces are appearing 
on shoes, and the idea is to place the spaces 
differently than heretofore. 


OLLOWING pumps, and the French 

like throat effects or design,.come new 
strap ideas with a daring of line and com- 
bination of materials. 

The basque beret, which originally was a 
tight fitting cap, made of flannel, is now 
seen as a fantastic turban of leather, 
trimmed with metal ornaments. For sports 
and tailored wear, a patch of the same kid 
that is in the shoe appears in some hats. 
There are bright shades of red and blue, or 
tobacco. brown, appearing in the beach re- 
sort shoes, and more sparkle to footwear 
generally. 
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Open Spaces —Most 
Difficult to Get 


S) 


A striking design ordered by more dar- 
ing merchants consists of a geometric motif 
of whites on a black shoe, as against the 
demand for black and white, which is SSM Le 
strengthening. The number of colors and fF ay, Se 
various shades of one color that can be Se - ‘i, KW 
developed over one design are countless. ~ ) ”) (\ —" \) Ay 
This is a great trimming year, and you see : y | ff pr — / 
it in bags, dresses and shoes, thus adding a 
new touch to the beloved ensemble effect. 


HE trimming which practically every 

great bottier has adopted, but which 
never can become popularized because it de- 
pends for its success upon the fineness of its 
workmanship and coloring, has been finally 
tracked to its originator. It is a young 
woman who was formerly a painter and who 
has now become one of Paris’ greatest artis- 
tic successes. Miss Margarita Claussen- 
Smith works in collaboration with a young 
American, Mr. Herrick, who furnishes the 
color schemes. 

The designs are all repeat work, the tiny 
pieces of leather applique all being separately 
cut out, dyed by the artists themselves so 
that they can obtain any shade whatsoever 
that they may desire, and then they are sewn 
on the background with tiny, invisible 
stitches, after they have been pasted on it 
with a thin glue. 


HE number of colors and varying 
shades of one color that can be found in 
one design are countless. The designs used 
are often floral, but Miss Claussen-Smith 
finds the demand for modern and geometric 
designs slowly increasing. For shoes, how- 
ever, floral designs seem to be in the fore- 
ground. 
The beginning of floral designs may mean 
a trend away from the stiff and straight line 
modern and geometric effects, but it will 
take another year for them to develop. 
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“FARMER TO G ET 


[CONTINUED FROM PAGE 43] * 


These figures indicate that the farmer hasn’t been able 
to make his business produce for him the same standards 
of living possible to the industrial worker and the city 
dweller. He expects a lot of relief by legislation. In 
the fight to come in committee and in Congress the 
farmer will come in for first consideration. If the 
tarmer insists on a duty on hides it will take all of the 
tacts and force of the shoe and leather industry to hold 
to the present schedule of free hides. 

The shoe industry is calling for a duty on footwear, 
and the upper leather industry for a duty on finished 
calfskin. The attitude of the farm organization is let’s 
get everything that helps the farm- 
er make more money, for even 
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2 ELIEF 


A duty on hides and skins will be of little benefit to 
the farmer and is more than offset by the increased cost 
to him of materials of other articles made of leather, 
such as boots, shoes, bags, coats, harness, belts, straps, 
etc. 

There are approximately 325,000,000 pairs of shoes 
made annually ; and assuming that a duty on hides and 
skins would increase the cost of shoes at retail of at 
least 30 cents a pair, it would represent a total increased 
cost to the ultimate consumers of $100,000,000 per year 
for shoes alone. 

Our export shoe business during the past years has 
shown a marked decrease; and 
with an additional burden of cost, 








though the farming population 
represents but 30 per cent of the 
inhabitants of the United States 
their need is greatest. If the 70 per 
cent in industrial and other pur- 
suits are penalized, why that’s all 
right. They have had their day of 
prosperity and should now con- 
tribute in part to the betterment 
of the farmer’s condition. 

The shoe industry has shown 
that an addition of a tariff of 15 
per cent on hides would add to 
the cost of shoes an average of 50 
cents per pair. It has also shown 
that the farmer does not benefit di- 


LEG-MONEY 


O. O. McIntyre says, “It is an 
amazing thing to note in recent 


years how much of the young girl . 


is leg.” 
If your profit is in a national 
hosiery consciousness for the 


American public, reserve reading 
time for the Hosiery Section, the 
supplement of this issue. 

Some girls spend twice as much 
money for hosiery as they do for 
shoes. A great opportunity lies 
ahead for the retail shoe merchant 
who knows his color blends. 


through a duty on hides and skins, 
American shoes would be at an 
even greater disadvantage in the 
world’s markets. 

Since 1872 no other country in 
the world, with the exception of 
Switzerland, has imposed a duty 
on hides and skins ; and hides have 
been on the American free list for 
the entire period except under the 
Dingley tariff. 

Hides and skins are the raw 
materials of an industry in leather 
and shoes totaling two billion 
dollars annually. This industry 
ranks among the largest in manu- 





rectly by a hide duty, where the 
meat is sold by weight and the skin 
is but the wrapping paper. Other factors, including the 
packers, will get the benefit of the hide duty, and the 
entire American public will suffer because of the fact 
that the hide supply of America is not adequate to the 
needs of the industry, and the immense importation of 
raw stock must continue, tariff or no. The fight is on 
and the farmer in the long run will get no, benefit by 
tariff reprisals. Here are arguments for free hides and 
skins to tell farmers in your community : 

Free raw material is essential to the upbuilding of 
industry and protection of American labor. 

Cattle raising as an industry is protected by a duty on 
cattle and an additional duty on fresh meat. 

Hides are a by-product of agriculture, involving little 
labor, and as raw material of both shoe and leather in- 
dustries, are now, and should be available free of duty. 

We import 30 to 40 per cent of the hides and calf- 
skins; and more than 95 per cent of the goatskins tised ; 
‘and the quantity imported is increasing from year to 
year as the domestic supply decreases. 


factured products; and nothing 
should be done to endanger it. 


Salesmen Sell the New Shoes 


[CONTINUED FROM PAGE 47] 


trick shoes no doubt disappears in one year, making it 
worth no more than half price at an average age of 
six months. 

Every merchant should fit his own stock into this 
picture wherever it belongs. 

The practical value of this discussion is the new 
light it throws upon the definite and direct connection 
between selling the old shoes and making a profit. 

The chart brings out the gruesome fact that when 
a woman’s shoe has stayed in the average stock longer 
than about nine months, age has eaten up all its profit 
possibilities, for it is worth only two-thirds of its 
original value. If it is still in stock beyond its “value 
vanishing point,” it then becomes a liability instead of 
an asset. Moreover, as a liability it still continues to 
grow. eh 


3G: 
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ootwear~-(N (GUARD! 


Following the “Flu” Comes Physical Weakness—<Advise Warm 
and Dry Footcoverings for Early Spring 


fatigue that transmits itself to the feet and their functioning. 
Therefore, following the “flu” great work can be done by shoe 
men nationally to repair the damage done by the “flu.” 

As Dr. Lelyveld said in Chicago, in the orthopedic forum, “Feet should 
be kept at body temperature, and the lower extremities protected from 
cold and dampness. On the feet there are many more sweat pores to the 
inch than elsewhere on the body. For this reason colds are more readily 
developed when the feet are exposed to chill. The human foot will put 
up with an amount of abuse that no man-made mechanism will tolerate 
for as long a time. This abuse takes its toll in physical discomfort and 
relative disability.” : 


Wiaic the “flu” and following it comes a foot weakness and a body 


HAT health is safeguarded by the wearing of dry footwear is sub- 
stantiated by the claim made by Professor Henry R. Proctor, noted 
English authority who says: 

“It is very poor economy to wear a single pair of shoes continuously, 
especially in wet weather. Either the soles are never properly dried, and 
so are injurious to the health, and from their soft condition subject to 
rapid mechanical wear ; or they are dried much too rapidly, and the leather 
is injured by the heat, and curled up by uneven drying, so that one layer of 
the sole parts from another and water gets in, not only through the 
leather, but at its edges, and the shoe is rapidly ruined. 

“Few people realize the sensitiveness of wet weather to heat; a pair 
of wet shoes, left on an ordinary heater for half an hour, may be so burnt 
that they crack like glass when put on the feet again. 

“The utmost temperature wet leather will stand is about 120 degrees 
Fahrenheit, or as hot as the hand will bear, and the worse the quality of 
the leather, the less heat it will bear.” 

One merchant following the orthopedic talk in Chicago developed a win- 
dow display with little wooden soldiers surrounding. each pair. We 
illustrate some of the window cards that helped tell the public the need 
for dry and comfortable footwear in the winter. A larger sale of oxford 
types and heavier shoes for 
women and children resulted, 
plus the sale of some boots for 
men and a very greatly in- 
creased sale of overshoes for 
the entire family. 

You will not only be making 
a profit for yourself but will be 
doing the public a real service 
by selling more “bad weather” 
footwear, as a health pro- 
tection. 
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Capitalizing Boxing and 
Bowling 


NDIANAPOLIS, IND.—L. H. 
Crockett is now at the “mike.” Not 
because he wants to broadcast espe- 
cially, but he is a good enough sport to 
forget his natural modesty long enough 
to tell of some of his business-getting 
ways. In his job of managing the 
Florsheim store, he hooked up with a 
local sporting goods store in promoting 
a “Ringside Club.” Members had regu- 
lar cards with their names on them and 
everything. The club had one avowed 
object—to broadcast the local boxing 
matches. All one had to do to join the 
club was to send their name into the 
store and a ticket was mailed to them. 
Thousands of cards were issued and 
it was estimated that over 40,000 people 
listened in with a good 99 per cent of 
them men. Crockett was getting a big 
share of the publicity by giving away 
a pair of Florsheim shoes each week, 
to some fan. There was no lottery taint 
to the scheme in any form, but in some 
way the Indian Sign was put on the 
club, by some of the numerous busy- 
bodies in town, thus making the club 
only a happy memory. Perhaps in some 
other communities some shoemen may 
be able to develop this idea. If you 
can’t, here’s another: Every bowling 
alley in the city is sewed up with a 
contract to use only those score sheets 
which bear the advertisement of the 
Florsheim shoe. The cost to the house 
is the tremendous sum of $2 per thou- 
sand for the printing and distributing 
of the sheets. A standing offer of 
the store is a free gift of the 
best pair of shoes in the house to any 
bowler who makes a perfect score in 
a regular game. This to bowling, is 
the same as a hole-in-one in golf. A 





second offer during the bowling season 
is a monthly prize of a pair of shoes to 
the man making the best score in a 
regular game on any of the city alleys. 


* * * 


Scattered Samples 


UFFALO, N. Y. From a neighbor- 

hood shoe store out Genesee St. 
comes an idea from E, W. Lauck, which 
other neighborhood or small town stores 
might try. A number of pairs of house 
slippers and slow moving lines of shoes 
are sold by the simple means of leaving 
a sample pair or so casually scattered 
in the empty chairs. A customer, on 
sitting down, will pick up the article, 
nine times out of ten. Acting on the 
thought that they have discovered some- 
thing, they will ask questions about the 
shoe, which if not answered too heartily, 
will lead to a sale. It is evident that 
when the customer picks up the shoe, 
he is, at least, mildly interested in it. 
It also shows that he is in a receptive 
mood to listen to a short selling talk, 
with the shoe in question right in his 
hand. Figure it out any way, which 
seems the most logical. It is a proved 
fact, according to Mr. Lauck, that this 
is an effective way of introducing items 
he wants to sell. 

—e 9 


Sport Pictures Help 


ANSING, MICH. — The Shubel 
store is using the picture method 

for attracting attention and building up 
the young men’s trade, from both the 
Michigan State College and High 
School. As soon as the football squads, 
track and baseball teams are officially 
decided upon, the store sends a photog- 
rapher around and has individual pic- 
tures of each player taken. Imme- 








diately after the pictures are taken they 
are shown in the window for a week 
or so, then added to the gallery that 
nearly covers the back walls of the 


store. One other stunt. A picture is 
taken of the kickoff of all important 
football games. Through the rapid 
photography process, this picture is 
shown in the store window before the 
first half is over. 

*x* * m 


This Discount Pays 


OLEDO, OHIO—Listen, you shoe 

men in men’s clothing stores. 
Here’s a hot tip, through the means of 
which, F. H. Meissner of the Nunn- 
Bush shoe department in the Dams- 
chroder Berry Co. is picking up quite 
a bit of extra business. He makes it 
a point to visit the boys in those stores 
which handle only women’s shoes. 
When these same fellows return his 
visi to buy a pair of shoes from him 
he extends the courtesy of giving them 
a 10 per cent discount. Quite often 
men accompany their wives when buy- 
ing shoes and will inquire of the sales- 
man of a good place to get men’s shoes. 
In this way the 10 per cent discount 
pays very satisfactory returns. 


* * * 


Special Sales Slips 


ANSING, MICH. — Getting the 
correct-name and address, together 

with a complete true history of each 
transaction, is quite a job in the ma- 
jority of stores. In the Walk-Over 
store, owned by J. H. Burton, the cash 
register prints part of this necessary 
information on special sales slips. The 
part above the line, which the cash reg- 
ister prints on each sale, is Amount of 
Transaction, Sale No., and Date. The 
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balance of these sales slips, which are 
kept in block form on the register, are 
filled out by the salesman. White slips 
are used for cash sales and pink ones 
for charge sales. Exchange slips have 
an “in” and “out” side to them. These 
sales checks form the basis for the 
very complete stock control system 
which the store finds so necessary. 


* * * 


W hy Good Saturday Night 
Windows Pull 


NDIANAPOLIS, IND., is the big 
town of the State with its many 
attractions of movies, big stores, visits 
to the Capiol buildings and all—so it 
becomes quite the thing for the sur- 
rounding countryside to drive to the 
city Sindays. One sees more people 
walking the streets late Sunday after- 
noon in the good weather than any 
other day save Saturdays. The man- 
ager of the Petot store, L. A. Van Kirk, 
is fully aware of this. Each Saturday 
night sees his windows in A-1 condi- 
tion for the next day’s inspection. As 
a result, Monday is the big mail order 
day with him. One little thing that 
greatly helps the Monday mail orders 
is the policy of not only having each 
shoe in the windows bearing its right 
price and stock number, but also having 
a small descriptive card alongside of 
it. It is sometimes hard to tell the dif- 
ference between a blue and a black 
suede when seen in a window. Many 
people too, cannot tell the difference 
between kid and calf leathers, so these 
little descriptive tickets, tell the story 
that makes the customer write, “En- 
closed find check, please send me ——.” 


* * * 


Promoting Children’s 
Shoes Departments 


T The Fair Store in Chicago last 
week, Sol Katz, manager of the 
shoe departments staged an attraction 
which sold shoes and built goodwill. 
With his natural ability to recognize 
a sales help when he sees one, Manager 
Katz realized that one of the strongest 
drawing cards used at the retailers con- 
vention in Chicago was the attraction 
furnished by The McElroy-Slean Co., 
known as “The Billy Kids.” So liberal 
newspaper advertising space and radio 
broadcasting were’ employed to an- 
nounce the performances of these ju- 
venile stars and the mothers brought 
their little ones to see and hear these 
little stars and on their departure 
carried away newly purchased foot- 
wear with the pleasant recollections of 
the songs, dances and saxophone solos 
of ten-year-old Loraine Slopsky and 
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eight-year-old Joyce Virginia Bennett. 
Parodies on songs of childhood sung 
to the musical settings of the latest song 
successes and all presented with a 
naturalness that exerts an irresistible 
appeal furnished an afternoon of de- 
lightful fun. 
These brilliant 


little entertainers 


clever in the technique of their art 
while yet retaining the charm of child- 
hood please the children intensely. In 
addition to the entertainment of these 
kiddies Mrs. B. L. Barker, in charge of 
the program also presents a movie en- 
titled “The Study of Footwear or Foot- 
prints of Progress” divided into twenty- 
two “footprints” stepping up the his- 
tory of sandals to shoes from the cave- 
man to the present. 


* * * 


Stick to the Last 


ANSING, MICH. —. Well, well, 

right in this fair city is a good 
family shoe store doing a respectable 
amount of business on the women’s side 
of the house, a good children’s business 
and enjoying at the same time a whale 
of men’s trade. This store is none 
other than that owned by Max Harry- 
man. His interesting comments being, 
“Instead of decreasing the size of out 
men’s stock, we have increased it and 
are not a bit sorry. The average man 
is just as hard to sell as a woman, 
so a large variety is needed. So are 
plenty of sizes for that matter. One 
thing about this men’s trade is that 
when a store gets a good shoe, it is not 
necessary to completely change it each 
season. Change the details possibly but 
not the last. Nothing makes a man 
madder than when he has got ac- 
customed to a particular last to go back 
for another pair and be told it has 
been discontinued. Invariably he will 
say. ‘That is the H—— of it, I just 
got used to this shoe and you go and 
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drop it.’ Once get the men’s business 
coming and it stays. Men buy fast when 
they have confidence in a place, while 
a woman is primarily a shopper. It 
seems that it is customary for a man 
to wait until his shoes are ready to drop 
off his feet and then want the same shoe 
in a hurry. We run after the men’s 
arch feature business just the same as 
we do for the women’s business. By 
buying men’s feature shoes all dolled 
up, we not only give them comfort but 
keep them out of the ‘Grandpa’ shoe 
type. While men’s shoes carry the 
least markup, they do carry the most 
net profit to the store.” 


* *” * 


The Lucky Shoe Man 


‘*T ’VE time to gossip with my cus- 
tomers.” 

A shoe merchant, up in a country 
town, said this the other day. And he 
is doing a flourishing business. 

What a lucky fellow! Time to gossip 
with his customers! No haste and 
rush, pushing and pulling, and watch- 
ing the clock! Just enjoying the leisure 
of talking things over with his cus- 
tomers, 

There are methods and methods, and 
equipment and equipment, for the 
saving of time and the expediting of 
trade in big city stores. But just think 
of having time to talk things over. It’s 
one of the biggest advantages, for as 
a medium of exchanging views of feet 
and footwear, as well as affairs in gen- 
eral, there is nothing that surpasses the 
ordinary word of mouth. 


* * * 


Know Your Merchandise 


NDIANAPOLIS, IND. — George 

Marott, progressive retail shoe mer- 
chant, is further developing his busi- 
ness by catering to the ambitions of 
young men desirous of becoming man- 
agers. He is sending them to other 
cities, if they so wish, after they have 
been graduated from his establishment 
in this city. One of Mr. Marott’s suc- 
cess slogans is: “No business succeeds 
unless it serves.”” He also believes that 
the only way salespeople can distribute 
more pairs and build up trade for their 
employers is by knowing their mer- 
chandise. “Know my mx.rchandise” is 
the first command in a code of ten im- 
portant rules given out by Raymond 
Kirkpatrick of B. Kuppenheimer & Co. 
The second commandr ent is, “Have 
confidence in what I am selling.” The 
others are: “Be agreeable”; “Don’t 
argue”; “Lead my customer”; “Be de- 
pendable”; “Avoid inattention”; “Re- 
member my customer’s name”; “Don’t 
sell alterations”; “Follow up my sale.” 
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Ash receivers, boot racks, 
floor mirrors and other ac- 
cessories are  plentifully 
supplied. Individual display 
cases of bronze, indirectly 
lighted from within and 
containing. only a few 
specially selected items of 
merc ise, are used 


exclusive men’s club has been duplicated in the 

newly remodeled and enlarged men’s shoe section, 
which has just been opened in The Store for Men of 
Marshall Field & Company, Chicago, Ill. The elaborate, 
yet reserved, decorations and furnishings, as well as vari- 
ous outstanding features of the new floor plan, are strictly 
masculine and strike a new and refreshing note. 


4 | NHE restful and comfortable atmosphere of an 
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Dolling up 4 
Catch the Men 


The section is larger than the former size and includes, 
among its new features, a special section devoted to sports, 
footwear and shoes for younger men, a special room for 
custom shoes and_corrective footwear and a section de- 
voted to shoe accessories such as spats, spurs, spur chains, 
slippers, etc., in addition to the main lounge or selling 
area where street shoes and a general line of footwear 
are sold. ' 
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Light Weig ht 
Colored 
Calf ° 





THE MALTA 


Made of Toleo Tangier Calf to retail at 
$5.00. Shoe from Enna Jettick line made 
by Dunn & McCarthy, Auburn, N. Y. 


WHEN A WOMAN WANTS— 


She wants what she wants—in shoes. 
She may be switched slightly in heels, and certainly in patterns, but the colors must 
be right—no foolin’. 
TOLCO Calf gives to each shoe of which it is made both elements of merchandising 
values—the desirability value and the inherent value. 
TOLCO Calf gives to the pattern and the last a true background for beauty of style— 
plus correct color tones. 
Its quality is “there.” Light in weight, with a flat smooth grain, a tight 
, and a mellow glove-like feel, TOLCO Calf helps every alert 
merchant selling shoes made of it to build up a profitable 
repeat business. 
Specify it for several of your smart spring 
numbers. 


We will, on request, send 
swatches to help in 
making your color 

selections. 
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IN STOCK 


for 


$5 to $6 Retailers 


The Beth 
14/8 Leather Heel 
Black Kid and Patent 


















The Rena 
14/8 Covered Heel and 14/8 Leather Heel 
Black Kid, Brown Kid, Patent, White Kid 










The Lorraine 
11/8 Leather Heel 
Black Kid 


and ahost of other 
equally attractive styles 







If interested and there is 
no ENNA  JETTICK 
agency near you write 












DUNN & McCARTHY, Inc. 
AUBURN, N. Y. 











IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


Priced from 


$12.50 to $35.00 
per pair. 


Write for 
descriptive 
catalogue. 


COLT-CROMWELL CO., Inc. 


Established 1899 
1239 Broadway New York, N. Y. 











Manolis Spats Here Again 


During the years that Manolis 


have availed themselves of 
the opportunity to make good 

profits and build up 
business on this better 











-$11.50 doz. prs. 





Style 110 Felt, Pearl Gray, Taupe and Fawn. 
Style 112 Cloth, Pearl Gray and Fawn....... 15.00 doz. prs. 
Style 114-1 Box Cloth, Pearl Gray and Fawn, 

Leather Top and Four Hole botteee. . 22.00 doz. prs. 
Style 117 Cloth, Pearl Gray and Fawn, Four 

Flat Hand Sewing Buttons............ 16.50 doz prs. 
Style 115 English Box Cloth, London Gray me 

Fawn, Leather Trimmed Throughout.... 30,00 doz. prs. 


Manolis Shoe Ornaments 





Rhinestone POD cid victesccuses Rae to $24.00 doz. prs. 
Rhi Vamp Orn t . 250to 6.00 doz prs. 
Detachable Rhinestone instep Straps Sabiciates 10.00 doz. prs. 


Cut Steel Buckles........ 3.00 doz. prs. to 17.00 single prs. 


Manolis Manufacturing Company 
4248 No. Crawford Ave., 
Chicago, Iii. 
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THE STORY 
of the Shoe that cre- 


ated the sensation 


at Chicago! 


so, H FO 
* ant by ey 


ate 
—— a 


(ta = 


oD, ANUARY 8, 1929, was a historic 
day in shoe retailing. On that day, the new Queen Quality Arch 


Form shoe made its first appearance at the National Shoe Re- 


tailers’ Association Convention in Chicago. (Next Page, Please) 
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ib aw of the keenest retail merchants in the country 


were there, and—mark, please—practically every merchant 
who viewed these shoes privately ordered them immediately. 
The new Queen Quality Arch Form Line is a hit! And 


deservedly—for it is an innovation. This line is made up of 







really beautiful shoes —not just “beautiful for an arch shoe”— 






but as graceful and chic as the masterpieces of the world’s 






leading stylists which you cheer on the fashion runways at New 





York and Chicago. 






Hliow the Wew ARCH FORM Shoe 
Differs From Others 





How does this new Queen Quality Arch Form Shoe differ from 
all others? What is the idea back of it? 
Simply this. Queen Quality has reversed the whole procedure 












of arch shoe manufacture. Instead of making first a comfort 






shoe and then dressing it up—sugar-coating the medicine so 


to speak—Queen Quality started with beautiful shoes. 







THEIS. .*8.50 Retail! LIDO. .*8.50 Retail! 





TC J 
aK S 
S&S & 


—— 
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And then by sheer genius Queen Quality devised a scientific, 


new and perfect way of building into high-style shoes advanced 
ideas of comfort! 

Here are your Louis, Cuban aud French heels—here are the 
slim, attractive lines—here are the newest trimming tricks. 
There’s no compromise with the designer’s art in these new 


Arch Form Shoes! 
Practicat? Weve Proved it! 


Women who for years have never had a thing on their feet but 
old-fashioned comfort shoes were wild about the smart lines and 
even greater comfort of the new Arch Form. Younger women 
who balked at the idea of “health” shoes selected the Arch Form 
for its style and commented voluntarily on the poise and light- 
hess and grace it gave to their walk and carriage. 

And the crowning proof of this shoe’s success was its im- 
mediate and excitedly enthusiastic recognition by the retailers 


at the National Convention. (Next Page, Please) 


LARK ..*8.50 Retail! TRIESTE. .*8.50 Retail! 
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Space does not permit going into the technical talking points 
of the new Queen Quality Arch Form here. But they are 
present in every beautiful model — sensible, scientific facts 






that your customers will be quick to appreciate and believe. 






What a selling idea at *8.50 retatii! 






These new Queen Quality shoes embodying these modern fea- 


tures are now ready. Picture for yourself what a line it is— 






beautiful shoes with an arch feature never before approached 
—and retailing — almost unbelievably — at $8.50. 






ne spe rg nop 






SSS ET I 





What a market they open up, all by themselves. Here is a 
rich field that has not been touched by manufacturer or retailer. 





Sees Se 


Queen Quality representatives are answering summons from 





interested merchants now. Would you mind saying “I am in- 
terested” on the memo below? It will help us in the head 







office to lay the new Arch Form shoe before you in time to 






give you your profits now, this Spring! 








JUST SIGN YOUR NAME AND ADDRESS-MAIL TODAY! 








Memo to Queen Quality 







Show me the shoes 


Name 













City 


State 
















THOMAS G. PLANT CORPORATION, BOSTON, MASS. 
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‘Rubber “Footwear “PRices 


caled 


‘Down 


Reductions Average Six Per Cent on Heavier Galosh Types— 
New Schedules Announced for 1929 


sued by the United States Rubber Company for 

1929 shows a reduction of about six per cent, 
based on weighted averages. The principal readjust- 
ment is in novelty gaiters. Whereas in 1928 the lowest 
priced novelty gaiter was $1.60, the United States Rub- 
ber Company 1929 line incorporates a novelty galosh at 
$1.45. 

The argument is advanced that this lower price range 
gives the smaller merchant an opportunity to share in 
a larger percentage of the business on lower priced 
gaiters which has heretofore been gathered in by the 
larger operators. 

The reduction. on the heavier types of overshoes av- 
erages about six per cent. Gum goods show the smallest 
change. Here are examples of the new 1929 prices 
quoted on “U. S.” brand (Blue Ribbon and-First Qual- 
ity) and Para Brand (Second Quality), where indi- 
cated. Prices are net and are subject to change without 
notice. 

Example—Hip boots—Men’s Ebony White Sole, B. R,. 
$5.00; Black (Para) $3.85. 

Example—Storm King Boots, men’s red, gray sole, 
B. R., $4.40 and the Black (Para) $3.45. 

Example—Short boots, men’s giant B. R., $3.75 and 
the Black (Para) $2.60. 

Example—Shert boot, boys’ red, gray sole, B. R., 
$2.60 and the Black (Para) $2.15. 

Example—Bootees, for socks, in men’s Giant High, 
B. R. (in cartons), $3.00. 

Example—Lumbermen’s—heel—for 
(15 in.), Ebony Rancher, $3.90. 

Example—Ribbed Lumbermen’s Overs—no heel—for 
socks—Hecla—Ebony, white sole, high cut, B. R., $1.70. 

Example—Gaiters and Arctics—Walrus—(four 
buckle, all rubber) Men’s Ebony, white sole, B. R., 


$3.00. 


"T= new price schedule for rubber footwear is- 


socks, High 


Example—Men’s Black (Para) $2.35. 
Example—Gaytees—Men’s 4-buckle Emperor, $2.90. 
Example—Women’s 4-buckle Empress, $2.50. 
Example—Gaytees—“Kwik” fastener types—men’s 
black Suburban—(light, wool jersey cloth) (in cartons) 
$3.35. 
Example—Women’s rubber snap 
brown, sand, tan or gun metal, $1.45. 
Example—Women’s rubber “Kwik” gaytees, black, 
brown, sand, tan or gun metal, $2.00. 
Example—Men’s Marathon (with gray sole, blue lin- 
ing, in cartons) $1.10. 
Example—Footholds (in cartons), women’s, $.52. 
Example—Women’s croquet footholds, $.52. 
Example—Women’s storm footholds, $.52. 
Example—Women’s dainty footholds, $.52. 
Example— White or tan goods, storm or Norwood (in 
cartons ), women’s $.90; Misses’ $.80; Children’s $.70. 
The following comparison of 1928 prices and present 
indicate the lower range for 1929: 1928 1929 


$0.67 


gaytees, black, 


Women’s Light Croquet 

Women’s 4-buckle Empress, wool cloth 
2.50 
2.15 
5.00 

3.40 3.15 

3.00 2.85 

1.00 95 


Misses’ 4-buckle Empress, wool cloth top. 

Men’s Red, Gray Sole, Hip Boot 

Men’s Red, Gray Sole, Short Boot 

Men’s Black, Red Sole, Short Boot 

Men’s Heavy, Self-Acting Sandal 

Men’s 4-Buckle Emperor, Wool Cloth 
Top 

Boys’ 4-Buckle Emperor, Wool Cloth Top 

Youth’s 4-Buckle Emperor, Wool Cloth 
Top 

Children’s 4-Buckle Empress, Wool Cloth 


2.90 
2.60 


3.15 
2.75 


2.40 
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SUMMERWEIGHT Sie as made 
ly CHURCHILL and ALDEN 


os | Arch Royal Oxford on Pelham Last, made 
of ‘sae K1D—made with fitted vamp—8-8 reg- 
ular heel. 


Smart SHOES for ‘Men, 
_— “They Fit”? —~ 


VAINS 


It’s an 
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Get men used to the fact that Kid 
leather shoes are just as relieving in 
hot weather as straw hats—and you 
have the answer to selling more pairs 
of men’s shoes. 


Comfort is the first consideration 
with most men. The contrast be- 
tween the ease, coolness, and com- 
fort of kid uppers compared with 
heavier, firmer, and tighter leathers 
is so noticeable that only one im- 
portant factor remains to make men 
want kid shoes. 


That factor is truly smart style. 


You have probably never seen such 
attractively styled black kid shoes 


for men as are now being shown by 
many of our leading makers. 


Get a pair of such shoes on the feet 
of your customers and they can’t 
help wanting them. 


Just as smartly tailored tropical 
worsted suits started men buying an 
extra warm weather garment—so 
these newly styled models in a really 
tropical weight leather will start 
more sales of summerweight shoes. 


Don’t wait to see your neighbor 
“put it over”. 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 
Philadelphia Boston St. Louis 
Cincinnati Rochester Milwaukee 


la 


; tandardize on 
E. vans Brands 


Leather 


a 
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MENIHAN 
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Menihan’s 


SS 


“CLARE” Special Process 








Newest 









“PHYLLIS” Special Process 











“LULU” Special Process 
$4.75 





15/8 West “BOLERO” Special Process sus tet 

B-226—White Satin ...... 0608 pieseccciet Later. .0688 ae 
B-285—Silver Kid ....... 6.00 B-304— Beige eS ay 5.00 i—Light Beige Kid with con- 
B-506@—Light Black Calf.. 4.75 trasting Genuine Lisard wane 


SS eee 


“BERNICE” Special Process 
Nickel and Jet Buckle 
B-183-——Patent Leather . 84.75 

















“TINETA” Special Process 
B-200—Sunburn Be Kid_ with 















a egies “= wack “IVENA” Special Process “CLARE” Special Process 
B-252—Patent Leather with Black 22/8 Heel 

Porcupine Calf Trim..... $4.85 -224—wWhite Satin ........ $4.75 

B-253-——-French Beige Kid with B-289—Silver Kid ......... 6.00 






Ivory Porcupine Calf Trim 5.2% 8B-572—Patent Leather ..... 







B-250—Sunburn Kid ....... 
B-2%1—Grey Kid .......... 












“BERNICE” Special Process 
Gold and Brown Buckle 
B-149—Brownstone Kid... .85.00 








“TOITY” Special Process 
B-193—Sunburn Calf with Porcu- 
pine Trim to match $4.75 





B-1965—Patent Leather with Black 
Porcupine Trim ......... 4.75 








“POLO” Special Process “REGENT” Special Process 











Worked 
a8 gtr 19/8 Hest “LELIA” Special Process 
B-206—Light Beige Kid. ..$5.00 B-998—Silver Kid ........ 86.00 B-254—Patent Leather ...94.75 
B-205—Patent Leather.... 4.65 | B-944—Patent Leather.... 4.35  3-2565—Beige Kid ........ 540 






Goodyear Welt 









cece DP TODO  eeteseeees 
i oe, 


ee 


Terms, Net 30 Days. 


Twenty-five cents additional f 
~ of less than three pairs. ae 

























“NANA” Special Process 
‘Combination Leather Bow" NIHAN 
B-408_vent Lather with a oon 
Kid with Ivory Por- ei ae ml Puostas Fs perry 

jun » 
cupine Calf Trim........-5.00 ROCHESTER, N. Y. contrasting Calf Trin." 95.60 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 





A Brief for the Shoe Traveler 
By T. A. Delany, N.S. T. A. Secretary 


The modern traveling shoe salesman is your assistant 
buyer. He gives an essential service to the retail shoe 
merchant. 

While there may be “a competitive scramble” for trade 
yet there can be no progressive business unless there is 
competition. Competition keeps shoe manufacturers and 
their representatives, the traveling shoe salesmen, “on 
their toes” as to service and values to the retail shoe 
merchant. : 

The most successful distributors of shoes are those who 
employ salesmen to create, hold and develop more busi- 
ness. There is no factor as important to profitable busi- 
ness as personal contact. 

The traveling shoe salesman is “the live wire” buzzing 
with worth-while style and merchandising ideas, supply- 
ing the buyer with important data between the latter's 
trips to the big markets and trade conventions. The 
merchant would rather look at the actual lines shown 
by the salesman than to look at the pictures of this mer- 
chandise in a stock catalog. 

Even if 20 salesmen do call on a retail shoe merchant 
in one day—and this to my knowledge is a large average 
—if the retail shoe merchant receives one money-making 
idea as a result, the time is well spent. 

The real traveling shoe salesman never over-sells a mer- 
chant, neither does he sell him a number which the mer- 
chant cannot readily re-sell to the consumer. 

The traveling shoe salesman is an adjustor and a har- 
binger of good will and friendly financial relations be- 
tween the manufacturer and the retail shoe merchant. 

The elimination of the shoe traveler would mean the 
elimination of the independent retail shoe merchant; the 
elimination of “personal-contact” ideas and “personal- 
contact” friendships. The elimination of the traveler 
would bring about a “sameness” of merchandise; the 
destruction of individuality, and eventually the destruction 
of the life of the entire shoe trade. 





ARRY P. LYNCH left Boston 
past week for a country-wi 
ge in the interests of the Hoaeee 
ape Corporation. Mr. L - 

Se g ant A. thi Ss. ‘x 
conventions ; cago this Ee or 
the first time in many 
count of an attack of the “fa.” There 


ere many for the 
jdent of the Shoe Prevolers? velers’ 


Association from his many national 
friends, who will be pleased to learn 
that Harry has now entirely recovered 
and will soon be calling on them again. 


LMER HAZELTON, salesman for 

Strout & Stritter Co., Lynn, has 
started on a Western trip, with a new 
line of samples. 


B. TAFT, 
« for the past 
four years New 
England represen- 
tative for P. W. 
Minor & Son, Inc., 
Batavia, N. Y., is 
receiving congrat- 
ulations from his 
many friends be- 
cause of his recent 
promotion. Mr. 
Taft is now lo- 
cated ‘at the fac- 
tory in Batavia in 
the capacity of 
manager of advertising and of the 
merchandising in general of “Tread- 
easy” shoes, the arch supporting foot- 
wear carried in stock by his company. 
“Charlie” is well qualified for his new 
duties, on account of the splendid 
record made by him in the past. The 
New England territory allotted to Mr. 
Taft four years ago consisted of very 
little established business, but is today 
one of the leading territories of his 
firm and from a volume standpoint. 
Two well known and capable salesmen 
have succeeded him. Frank B. New- 
hall of Saugus, Mass., in Maine, New 
Hampshire, Vermont and northeastern 
Massachusetts and Howard B. Ma- 
honey of North Adams, Mass., in most 
of Massachusetts, all of Connecticut 
and Rhode Island. 


Photo by Waid 
Charles B. Taft 


ALPH E. HARKINSON, who has 

been representing the Kimball 
Shoe Co. in New England, has joined 
the sales force of the Interstate Shoe 
Co. of Manchester, N. H., and is now 
covering his old territory for them. 


IVIE KAPLAN, general sales 

manager of the Colonial Tanning 
Co., has returned to Boston from a 
three weeks’ trip through the West, 
where he called on the various repre- 
sentatives of the firm. 


ILTON FRANK has been ap- 

pointed salesmanager of the Wohl 
Shoe Co., St. Louis, and will attend the 
Texas-Oklahoma Shoe Retailers’ Asso- 
ciation, Feb. 11-13, at Fort Worth, 
Texas, and expects to greet many of 
his old friends while there. For the 
past seven years Mr. Frank covered 
the retail trade in Texas, Louisiana, 
and Mississippi. His outstanding suc- 
cess as a salesman in this territory has 
brought him the promotion to sales- 
manager. 
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Beer porated 1904 


Truitt Brothers, Inc. 


Manufacturers 
of 


Children’s Shoes 
Binghamton, N. Y. 

















APPROVED BY MEDICAL MEN 





MERCHANDISE Dy 
YODER ea Aves 


VENTILATIONS 
PATENTED 








New Line for Shoe Store Windows 
Ask for Book No. 11D—Use your Stationery 


T No. 611 W. 4th S 
Witty CTT Tan Oscan@ummGe. “Secu 0. 
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The CAHILL CARTON CAHILL BOX MARKER 
“The Carton That Opens in the Front” (Copyrighted) 
A VERY EFFECTIVE 


MACHINB 
For printing the stock number, 
description, size and width 
selling price of the shoes on the 
carton or the index card for the 


carton. 
sated nt one 


1-35 
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S oO LLY 
SCHWEIT- 


$21 Pacific Buiid- 

ing, San Fran- 

cisco. Mr. Schweit- 

zer is one of the 

best-known shoe 

Solly Schweitzer 

Western-most 

resents the Ernest D. 

Feattiine a oe ge and has been 

active in the affairs of the association 

for many years. Last year, he was 

—— ent of the Pacific Coast boys, 

and chosen to peels Clarke 
owning for 1929. 


ARRY J. BEATTY, who for the 
t sixteen years has represented 
the Bliss & Scns line, died recently 
at his home in Rochester, after a long 
illness, which resulted in a fatal at- 
tack of ag any oe Mr. Beatty was 
one of the eee shoe travelers 
in the coun He was the only son 
of James P. tty, veteran salesman 
for C. P. Ford & Co. Harry Beatty 
had sold shoes on the road for the past 
22 years; he started his profession at 
the age of 18 years as representative 
for CP P. Ford é Co., and in 1912 added 
the Bliss & Perry line, which concern 
he represented for a number of years. 
He was a policyholder in the N. 8. T. 
A. $1,000 group life insurance and was a 
member of the Rochester Association of 
Traveling Shoe Salesmen. 


OHN P. THOMAS, who travels the 

South for Howard & Foster, enter- 
tained several visitors from Dixie dur- 
ing Janua Among them were Wil- 
liam B. Schwartz of Schwartz & Son 
of Chattanooga, Tenn., Rater re 
that his firm had been buyi dwin 
Clapp & Sons, and Howard Foster 
shoes for almost half a centu Al- 
len H. Meadors, Sr., and Al en H. 
Meadors, Jr., of John A. Meadors & 
Sons, ashville, Tenn., were also 
buyer-guests of Mr. Thomas. The 
Messrs. Schwartz and Meadors come to 
Boston regularly twice a year, and 
say they like the New England market. 
The Messrs. Meadors also buy the 


Stacy-Adams line. 

E. Shoe Corporation, Chicago, hav- 
ing recovered from a “stiff siege of the 
‘flu,’ ” left “the Windy Ci on Jan. 
18 for a selling tour of the Eastern 
shoe markets. “Business in ballets and 
dancing slippers is rapidly increasing 
bg those retail shoe merchants awake 


H. TANNER, of the Professional 


sg yp ee of ‘selling the dan- 
pe. school’ as was recently described 
in a feature story in the 

pages.” So states Mr. Tanner, who is 
in a position to know whereof he 


speaks by reason of his personal con- 
tacts from Seattle to saps —— all 
covered since last Mr. 
Tanner and his -wife ae Seteened 
from a days’ automobile trip 
from Chicago to Seattle, to Los An- 

and through Texas points, re- 
tu to Chicago in time for the 


travelers on “The. 


R. A. convention. Business was 
splendid with the Tanner family with 
e exception of four flat tires on the 
way out and the same number of in- 
cidents on the way back home. In Los 
Angeles, where Mr. Tanner was for- 
merly in the manufacturing business, 
he gained the nick-name of “My Pal 
Eddy,” and with his shoe trade activi- 
ties extending in a nation-wide way, 
his good nature makes for a wider 
adoption of this trade sobriquet. 


Paul Solomon, who formerly rep- 

resented the Clayman Shoe Co. 

of Boston, is now connected with 

the Central Shoe Co., of Rozx- 
bury, Mass. 


gh TAYLOR of Schenectady, 
has represented the Hamil- 
ton RR Company Boston branch for 
the past five years. He reports that 
industry in his city—which “Lights 
and heats the world,” is improving— 
for instance, the locomotive works and 
the nearby knitting mills are now 
busy; he also says that Albany is hav- 
ing a rapid growth on account of the 
“Deeper Hudson Project,” on which 
$11,000,000 will be spent and which 
will materially benefit the stores of 
Albany, Troy, ~~ _naeeds and other 
cities in his section. 





N. S. T. A. Strongly 
Urges Tariff on Foreign- 
Made Shoes 


Boston—The National Shoe 
Travelers’ Association is making 
a strenuous fight for a tariff on 
foreign-made shoes. Working 
shoulder to shoulder with the 
N. B. & S. M. A., and the N. S. 
R. A., literature is being sent 
from the national office to all 
members of the N. S. T. A., urg- 
ing them to make a strong de- 
mand on their Congressmen and 
Senators for a duty on foreign- 
made shoes. A tariff on imported 
shoes is necessary, not only as a 
protection for the American shoe 
manufscturer, and for his repre- 
sentatives, but for the workers 
in American shoe factories, and 
for the protection of the Ameri- 
can public, itself. 

Every shoe traveler in the 
country should write, wire, or 
otherwise get into personal com- 
munication, with his Congress- 
man and Senator, calling their 
attention to the alarmingly in- 
creasing importation of foreign- 
made shoes, which are now 
“flooding” the American market, 
and asking that a duty be levied 
upon same. 
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H. MOODY, 

e or Bob Moody, 
as he is known to 
a wide circle of 
friend-customers in 
the South and 
Southwest, where 
he represents the 
Munroe Shoe Co., 
will display the 
new spring styles 
of this house at 
the Fort Worth 
Show, Feb. 11, 12 
and 13. Bob will 
spread his samples 
at the Hotel Texas. Among the lines 
which he will show will several 
unusual sandals, particularly “The 
Savona,” which is made by a patented 
process. Bob Moody has been Mun- 
roe’s factory representative in the 
South and Southwest for the past three 
years, and has made an enviable rec- 
ord in his territory, because of his 
enthusiasm and exceptional personal- 
i Bob’s headquarters are at 327 
uisache Avenue, San Antonio, Tex. 


Bob Moody 


AROLD P. SMITH, in charge of 

sales for The Goodwill Shoe Co. 
of Holliston, Mass., reports the follow- 
ing additions to his sales force: J. M. 
Cannon, who was previously connected 
with the Capitol Shoe Makers, Inc., 
to cover Arkansas and Louisiana; J. 
E. Matthews, to cover Georgia, and 
Bill Friedman, to cover Chicago and 
suburbs. Mr. Matthews was with the 
R. & H. — Company for a great 
many years. r. Smith says that the 
business of the Goodwill Shoe Co. has 
shown a marked improvement durin 
the past weeks, es ially on wor 
shoes, and that he is adding quite a 
few new styles for late spring and 
fall business. He says that men’s shoes 
will trend strongly to blacks. As to 
colors, brazil in elk leather is a pevaas 
number. Mr. Smith attended the Chi- 
cago convention and says that he noted 
a decided movement toward buying 
New England-made shoes. Mr. Smith 
in a recent interview spoke on the 
good workmanship, and on the good 
stvle of New Eng and-made shoes, and 
also stated that New England labor 
costs had now been adjusted to meet 
Western. competition. 


A B. CLARK is now covering the 
¢ Middle West, including Missouri, 
Kansas, Colorado, Iowa, Nebraska, 
the Dakotas, Minnesota, and Wiscon- 
sin, for the Roth Shoe Manufacturing 
Company. Mr. Clark, one of the best 
known high-grade shoe salesmen in the 
country, had represented the Roth 
Shoe Manufacturing Company in the 
East for some years, but concluded 
this representation on May 15 of last 
year. Since that time he has been “out 
of the game” and has been living at 
Pekin, Ill. He will thus have an op- 
portunity to renew some of his older 
acquaintances in the larger cities of 
this section. In connection with the 
Roth line, he will also carry the 
misses’ and children’s welt specialties 
made by the E. & B. Shoe Co., Inc., of 
Rochester, under the supervision of 
R. R. Ratcliff, sales manager. Mr. 
Clark says that he feels he has an ex- 
aay strong proposition in both 
ines. 
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Detroit Wholesale Merchants 
to Stage Style Show in March 


Shoes to Play Prominent 
Part in Merchandise 
Exploitation 


Detroit, Mich. (UTPS)—A fashion 
show in which the latest styles in 
feminine footwear will be shown on live 
models together with displays of coats, 
suits, millinery, furs, etc., will be one 
of the outstanding features of the third 
annual Better Merchandising Confer- 
ence, to be given at Masonic Temple, 
March 13, 14 and 15, under the auspices 
of the Wholesale Merchants Bureau of 
the it Board of Commerce. 

Retail merchants from all over the 
State will be the guests of the whole- 
salers at this large exposition and con- 
ference, which will open with two days 
of general n- 
dising experts from all over the United 
States will address the retailers, and 
will close with one-half day of em- 

loyees’ sessions and sashall day of 

dividual trade meetings, among which 
will be a conference of shoe retailers 
and jobbers. 

H. S. Moorhead, of the J. L. Hudson 
Company department store, will be di- 
rector of the fashion show in which shoe 
styles and style tendencies will be out- 
lined. The public will not be admitted 
to the fashion show, which is for re- 
tailers only. H Thill, of the Annis 
Fur Company, is chairman of the fash- 
jon show committee. 


Sol Schiff Becomes 


Secretary of Company 


CoLumBus, OHIO (UTPS)—Sol Schiff, 
a brother of Robert Schiff, president of 
the Schiff Co., Columbus, which oper- 
ates a large chain of retail stores 
throughout the country, has been made 
secretary of the company to fil] the 
vacancy caused by the resignation of 
Walter H. Kankhauser, who went with 
a New York chain organization. Mr. 
Schiff is also vice-president of the 
company and has been identified with 
the organization since it was sta 
nine years ago. 

The Schiff Co. has purchased four re- 
tail stores operated by C. 
Toledo in Ohio cities. Mr. L 


ment of any of these stores. 














They Want to Know 


Merchants ask us where to buy 
shoes and other merchandise. In 
this Bs ons we list the following 
typical inquiries: 


H-1482 Wants women’s novelties to 
b $2.10-$2.25 
H-1483 


ants women’s novelties to 
retail $3. 

H-1484 Wants officers’ dress boots 
and boys’ Scotch grain ox- 
fords. 

H-1485 Wants men’s riding boots. 

H-1486 Wants men’s bowling shoes. 

H-1487 Wants women’s novelties to 
retail $6. 

H-1488 Wants children’s corset shoes. 

H-1489 Wants sheepskin wool slip- 


H-1490 Wants for new shoe depart- 


ment, men’s and boys’ shoes 
to retail. $5-$7.50 and $10, at 
close prices. 


Interested parties may have 

names on request to Information 

Department, Boot and Shoe Re- 

— 80 Federal Street, Boston, 
ass. 











Hahn to Open New 
“Junior Town” Dep't. 


WASHINGTON, D. C.—William Hahn 
& Co. will make alterations to their 
F Street shop in preparation for their 
new department to be known as “Junior 
Town.” The entire basement, which was 
formerly fitted up as a children’s de- 
partment, but for the past year used 
for women’s shoes, will be transformed 
into a place of beauty. 
grades of children’s shoes will be car- 
ried. The new department will be in 
charge of D. P. Miller, assistant man- 
ager of the women’s shop. 

The main floor will be devoted to 
women’s top grades and the second 
floor will carry shoes from $6.50 up. 

Jack the new manager, who 
succeeded Stephen Eaton, resigned, has 
been with the Hahn & Company chain 
for some time. 





Wiggs Succeeds Campbell 


vat tees Ds C—H. J. o- 
resigned as aones 
ceeded by Funk W Mr. Wines 
\ r. 
has been with the Ney égmtiadion 
as manager in 
Texas. 





Frank Muller to 


Succeed Joe Michaels 


New York, N. Y.—Frank Muller, 
who has merchandised shoes on both 
the Atlantic and Pacific coasts, has 
been chosen as buyer and manager of 
the women’s shoe departments at Saks, 
34th Street, to succeed Joe Michaels, 
who has held the post for several years 
and who has resigned to go into the 
shoe importing business. 

Mr. Muller at one time merchan- 
dised the shoe department at R. H. 
White & Company in Boston. Lately 
he has been managing three retail 
shops in California maintained by the 
George W. Baker Shoe Company, shoe 
manufacturers of Brooklyn. 





Two Birmingham 
Shoe Shops in Merger 


BIRMINGHAM, ALA. (UTPS) — An- 
nouncement of the merger of the All 
America Shoe Co. with the College 
Slipper Shops Co. was made here last 
week. 

Both concerns operate shoe stores in 
practically all of the larger Southern 
cities, inc uding Atlanta, Nashville and 
Birmingham. 

Hubert S. Steele, manager of the 
Birmingham store of the All America 
store, will head the new concern 4s 
president and general manager. Head- 
quarters will be maintained in Birming- 
ham for the present time. 

Lee H. Steele will also be an official 
of the new concern which carry the 
= of the “College Slipper Shops 

0. 


Bootery, L. A., Sold 


Los ANGELES, Cat. (UTPS)—The 
Bootery, one of Los Angeles’ most ex- 
clusive shoe stores, has been bought by 
the Western Shoe Co., of which Emil 
Oleovich is president. According to 
present plans of the Bootery’s store, lo- 
cated at 611 W. Seventh Street, will 
be closed and the entire stock of high 
grade shoes distributed among the 
number of stores controlled by the 
Western Shoe Co. 








Fire in Roanoke Store 


ROANOKE, VA—Fire in the stock 
room of The Family Shoe Store on 
January 16 caused an estimated dam- 
age of $25,000, according to Joseph 
Goldstein of the firm. Fortunately the 
main selling store was untouched. The 
store was closed for ten days, but is 
now open with a big Fire Sale in 


progress. 
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THE ECONOMY REINFORCED INSOLE 





@5* ECONOMY REINFORCED INSOLE is a solid leather 
insole reinforced with canvas. This reinforcing gives 
the insole additional strength, allowing the shoe to hold 
its shape and retain its original smart appearance through- 
out its life... The shoe manufacturer makes his own 
Economy Insoles. He first channels two lips in the insole 
on the Economy Insole Channeling Machine — Model B. 





FIORE TROISI 


operates the Economy 
Insole Channeling 
Machine — Model B 
in the 
Ground Gripper 
Shoe Factory 
Boston, Massachusetts 


cA Benefit 
to the Manufaéturer 


A solid leather insole, 

reinforced with canvas, provides a 
stable foundation around which to 
build a shoe: 

It strengthens the shoe through 

all the operations which follow. 

It prevents spreading. 

It gives a better inseam. 


See next page! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS, U.S.A. 





HOW TO MAKE ECONOMY 





FRANK McCEACHERN 


is shown above operating the 
Economy Insole Lip Cement- 
ing Machine— Model B 


THOMAS MILLER 
is shown on the opposite page 


operatingthe Economy Insole © 


Lip Setting Machine 


Both operators are employed 
by the Ground Gripper Shoe 
Company, Boston, Mass. 


cA Benefit 
to the Retailer 


Well made shoes mean satisfied 
customers .. .When the Economy 
Reinforced Insole is used, the shoe 
has a more uniform and finished 
appearance. The shoe will also re- 
tain its original shape throughout 
its life. 


~ 


FTER the channeling operation, a ribbon of cement @: 
is spread on the top surface of the channel lips by 
the Economy Insole Lip Cementing Machine— Model B. § the 


It is not necessary to temper the Economy Reinforced J wh 


Insole. to : 


UNITED SHOE MACHINERY]C( 


THE FOUNDATION OF Tae Gf 





REINFORCED INSOLES 





> 


e  Lip.Setting 





Gore cemented channel lips are then raised by the cA Benefit 
Economy Insole Lip Setting Machine, which presses oe omnes 
them firmly together. These lips produce a strong rib, — sabitity, which cetins the original 
which gives a better inseam, for it permits the operator saihetiien’ 
to sew well down to the bottom of the shoulder. 


Flexibility, which adds to the wear- 
er’s comfort 


Durability, which makes a satisfied 
customer 


See next page! 


YICORPORATION, BOSTON, MASS. 


&S GCGOODYEAR. WEL) Sian 





ECONOMY INSOLES mean BETTER SHOEMAKING 





9 pamonagiceia to the reinforcing operation, a good grade of 
canvas, coated on one side with a reliable adhesive, which 


operates the Economy Insole 7 % 2 
Reinforcing Machine — Model B has been slightly heated, is placed on the flesh side of the sole. 


in the . : . 
Ground Gripper Shoe Factory The Economy Insole Reinforcing Machine— Model B, fits the 


Boston, Mass. ° " . 
shal canvas to the bottom of the shoulder and the rib, and trims off 
Our Service Department the excess canvas. Since the fibre of the various kinds of leather 


will gladly demonstrate the advan- Cannot be depended upon to run uniformly, the Economy process 


tages of Economy Reinforced Insoles - P : 7 : 
around which the large majority of applied to any grade of insole stock insures a uniformity that is 


Welt shoes are now built. . . Get in A ; = Pe 
hard to obtain in solid leather insoles. 


touch with our nearest branch office. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS, U.S.A. 
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Fontius Expands; Buys 


Ground Gripper Store 


Los ANGELES, CaL. (UTPS)—C. H. 
Fontius, president of the C. H. Fontius 
Shoe Co., 728 S. Olive Street, an- 
nounced this week the company’s pur- 
chase of the Ground Gripper Shoe 
Store, Inc., located at 1606 San Pablo 
Avenue, Oakland, Cal. The company 


invaded the northern territory last 
spring by opening a store in San Fran- 
cisco 


Operation of the group will be in 
direct charge of C. H. Fontius, with 
C. F. Listman looking after the north- 
ern interests. C. G. Knight is retained 
as manager of the Oakland store, 
which, for the time being, will continue 
to be known under its original name. 

Mr. Fontius is prominent among the 
trade in Los Angeles, where he has 
been engaged in the shoe business dur- 
ing the past thirteen years. He is sec- 
retary of the Los Angeles Shoe Retail- 
ers Association. 


Says Hollywood Is 
Shoe Style Leader 


Los ANGELES, CaL. (UTPS)— 
That Hollywood is fast becoming the 
shoe style center of the West, is the 
statement of Maurice H. Stept, vice- 
president and general manager of 
the Star Shoe Company, 450 South 
Broadway, which operates nine stores 
in Southern California. 

“The riotous colors of the spring 
season which will make 1929 the most 
colorful year the shoe business has 
ever experienced,” stated Mr. Stept, 
“made their appearance in Hollywood 
several months ago. Movie celebri- 
ties, mostly returned travelers from 

road, are seen wearing the latest 
continental creation usually before 
the styles have reached New York.” 

David A. Schoen, president of the 
Star shoe stores, is at present in the 
East buying the latest shoe lines for 
spring display in his stores. 


Fire in Stanley Store 


MINNEAPOLIS, MINN. (UTPS) — 
Stanleys Shoes, Inc., is getting 
straightened around after a fire in its 
store at 233 Hennepin Avenue earlier 
in eg which started in the base- 
ment of the three story building at 9 
p. m. on a Sunday and brought a 1-11 
alarm. The loss to stock was estimated 
at $35,000, together with equipment. 
The firm immediately advertised to 
the trade suggesting delay of shoe pur- 
chase until it was able to announce a 
post-fire sale. 


Stuntz Store Sold 


BuFFaALo, N. Y.—The retail shoe 
store, formerly operated by M. F. 
Stuntz, has been sold to E. W. Lauck: 
Founded in 1921, the Stuntz store, lo- 
cated at 3100 Bailey Avenue, in the 
fast developing community known as 
Kensington, has built up a unique re- 
putation on genuine Goodyear welts 
for men, women, and children. Mr. 
Lauck will continue his business at 
1559 Genesee Street, where he has 
been located for the past twelve years. 








Buying 10%—Selling 
90% 


Buffalo, N. Y.— “It really 
seems that the biggest problem 
today in the management of a 
shoe department is the selling. 
I estimate that buying consti- 
tutes only 10 per cent of the 
energy expended. In buying, 
judgment and courage are the 
only two factors, for what is 
sold depends upon the courage 
of buying.”—E. J. Backes, of 
Wm. Hengerer Co. 











Emerson’s Has 50th 


Anniversary Sale 


Boston, Mass.—The local Emerson 
Shoe Store, corner of Summer and Otis 
Streets, is holding its 50th Anniversary 
Sale, with reduced prices on all mer- 
chandise. The windows are as artisti- 
cally decorated for the event as if they 
were displaying Easter footwear. The 
colors used are the old Colonial colors 
of buff and blue. “Good-luck” com- 
memorative coins are displayed, giving 
the date of the founding of this com- 
pany — 1879. cross-section of a 
special orthopedic shoe is shown, promi- 
nently, in the center show case. A large 
chart in buff, with blue trim, mounted 
on a blue velvet pedestal, prepared by 
Thos. F. Anderson, secretary of the 
New England Shoe and Leather Asso- 
ciation, gives the public information 
about the industry of this section, and 
Massachusetts, in particular. 

Manager Ed. O. Bauer has been re- 
ceiving the congratulations of his 
friends on the special trim, and reports 
that the Fiftieth Anniversary Sale, 
with its window and interior displays, 
have materially increased business. 


E-] Changes Managers 


Syracuse, N. Y.—A general change 
of the management forces of the En- 
dicott-Johnson Corporation retail stores 
in Albany and Troy and Syracuse 
has come about, on account of the re- 
signation of Fred Radder, manager of 
the local store, which became effective 
several weeks ago. 

Thomas O’Brien of the Endicott- 
Johnson Retail Stores Advertising and 
Display Department is serving as tem- 
norary manager of the Syracuse store. 
Harley Shaddock has been transferred 
from the North Pearl Street Store, 
Albany, to the South Salina Street 
Store, Syracuse; John Kelly has been 
moved from the Troy store to succeed 
Mr. Shaddock and William Byrne has 
been moved from the Central Avenue 
Store, Albany, to succeed Mr. Kelly in 
Troy. It is stated that these shifts 
were made for the betterment of busi- 
ness, and the advancement of the men. 

Prior to assuming their new loca- 
tions, a conference with the executives 
of the division was held. as to selling 
plans and styles adaptable to the va- 
rious communities. Lawrence Merle, in 
charge of the Endicott-Johnson Retail 
Stores, directed the conference. 





Public Shoe Style Show 
Staged in Philadelphia 


PHILADELPHIA, Pa.—A display and 
pageant of footwear, under the direc- 
tion of Madame Hamilton Jeffries, 
fashion editor of the Boor AND SHOE 
RECORDER, was staged in the Hotel 
Bellevue-Stratford here, the last three 
days of last week. The shoes shown 
were the products of Laird, Schober 
& Co., Philadelphia manufacturers. 
Gowns, millinery and some of the other 
accessories were supplied by Straw- 
bridge & Clothier. 

The display sets forth international 
style, and color tonings, indicating the 
Spanish motif, the Italian motif, and 
the French motif, but all demonstrat- 
ing the superiority of American inter- 
pretation. The display also demon- 
strated the color tones current in the 
style world, also the style trend, and 
featured shoes for the late winter, for 
the coming spring, and for the tropical! 
climes, and for early and late summer. 

Four groups of shoes were shown, 
shoes for general utility or morning 
wear, for formal or afternoon wear, for 
sport and general outdoor occasions, 
whether active or inactive, and evening 
slippers. 


Invites All Shoe Men 


Los ANGELES, CAL. (UTPS)—An 
invitation to all shoe men who plan 
to visit Southern California to attend 
the regular monthly meetings of the 
Los Angeles Shoe Retailers Associa- 
tion has been extended by C. H. Fon- 
tius, secretary. Meetings are held at 
noon on the third Tuesday of each 
month in the Red Room of the Los 
Angeles Athletic Club. T. R. Vande- 

rift, head of the Vandegrift Shoe 

ompany, is president of the associa- 
tion. 


Walker with Emporium 


JACKSON, Miss.—H. P. Walker has 
joined the Emporium of Jackson, as 
buyer and manager for ladies’, men’s 
and children’s shoes. Mr. Walker was 
formerly buyer for Downing-Locke 
Co., and is well known in the shoe 
trade. 

The new building of the Emporium 
gives a great opportunity for progress. 


Selling College Trade 


BIRMINGHAM, ALA. (UTPS)—Reg- 
gie C. Goodwin has been engaged by 
Milber’s to visit the various colleges in 
the State and acquaint the students 
with their line of shoes. Cards an- 
nouncing the time and date of the 
showing in the college towns are placed 
and very favorable results are noticed 
from this feature by Milber’s. 


Pritz Opens Store 


Detroit, Micu. (UTPS) — Albert 
Pritz, who formerly operated a shoe 
store at 18312 Mack Avenue, has re- 
engaged in the footwear business at 
18056 Chalmers Avenue under the style 
Uptown Shoe Store. 
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Boston Stores Getting 
_Rid of Winter Stocks 


gen 
slightly darker shade. Chiffon and ser- 
vice weight hosiery in light shades of 
beige grays, and “blue slate” are sell- 
ing well. Children’s shoe styles are 
featured in patent leather, brown calf 
and elk in straps, oxfords and boots. 
Black high shoes are selling fairly well 
to the middle man. 

It is repo that three high-grade 


retail shoe stores are soon to open on 
up-town Boyleston Street, and that 
another $4 women’s shoe store is to 
open on Summer Street. 

papiens ase shoes with a style motif 


are steady ers. 

Another interesting feature of local 
business is the in insistence of 
mothers that their chil ’s feet be 
properly fitted. There is no Sones 
as to price on the part of the great 
majority, and shoe stores which make 
a business of fitting properly report 
that their trade is steadily increasing. 
Palm Beach styles for men and women 
are well displayed and are in good 
demand. 


Kamerow Resigns 


WasHINGTON, D. C.—Harry J. 
Kamerow has resi his position as 
buyer of shoes for The Hecht Compan 
Basement Store. Mr. Kamerow too 
over the basement department two 
years ago, after several years as buyer 
for misses’ and children’s shoes. He 
nroposes to enter business for himself 
in the near future. No successor has 
been selected for Mr. Kamerow. 


Change in Buying Office 


Boston, Mass.—The Chicago Mail 
Order Company, formerly located at 48 
Summer Street, this city, is now lo- 
cated at the United States Hotel, Bos- 

where a permanent office will be 
maintained. L. J. Mayer is in charge. 


New Benton Harbor Firm 


BEeENTON Harsor, Micw. (UTPS)— 
The Nelson Chandler Company has 
been incorporated here to deal in boots 
and shoes. The company has an au- 
thorized capital stock of $5,000. 





Old Shoemaker Passes 


INDIANAPOLIS, IND. (UTPS) — One 
of the last survivors of the when 
milady’s shoes were fashioned by hand 
—_ away Monday, Jan. 21, when 

enry O. Simon, aged sixty, for thirty- 

t years an employee of gee 


was caused by uraemic poisoning. 
Mr. Simon belonged to that group 
that made congress gaiters fashion- 
able. As a shoemaker in the last cen- 
tury when members of his trade were 
known as “cobblers,” Mr. Simon wit- 
nessed the days w feminine foot- 
gear was seldom exposed above the 


sole. 

In 1892 he became identified with the 
Marott shoe store when it was situ- 
ated at 22 E. Washington Street. In 
his first capacity with the firm he was 
a maker of shoes, but later when shoes 
became almost entirely factory-made, 
he was p in charge of the repair 
department. 


Petot Chain Bought 
By Diamond Shoe Co. 


BrockTON, Mass.—The Diamond Shoe 
Co. of this city announces the acquisi- 
tion of 16 Petot retail shoe stores lo- 
cated through Ohio, Indiana and other 
Middle Western States and one in Troy, 
N. Y. The chain of stores became in- 
corporated under the name of Petot 
Shoe Corp. just before it was acquired, 
and the new owners announce that 
C. E. Petot will remain in charge of the 
chain with no change in the personnel 
or management. 


Closes One Store; 
To Open Two More 


CLEVELAND, OnIO (UTPS) — The 
Cinderella Slipper Shop, 1315 Euclid 
Avenue, is be sleon out by I. J. 
Propper, owner, who has sold the lease 
on this space to other parties. He ex- 
pects to vacate the store by Feb. 15, in 
accordance with the contract. Mr. 
Propper, who operates five other stores 
in Cleveland, plans to open two 
new downtown stores sometime in the 
near future. He has also formed a 
policy of dealing only in shoes of one 
price ra and will feature $6 foot- 
wear at all stores beginning March 1. 
He will cater only to the feminine 
trade in the youthful styles. .- 


New F. & C. Store 


CLEVELAND, OHIO (UTPS)—A new 
Feltman & Curme store was opened up 
on Saturday, Jan. 26, at 711 Euclid 
Avenue in an active shopping district. 
The new store is 27 feet wide and 
about 50 feet deep with low shelving, 
modern sea arrangements and a 
hosiery section which runs a the 
full length of the store on one side. 


On Coastwise Trip 


Boston, Mass.—Joseph Pretto, high 
grade retail shoe salesman for Thayer 
MeNeil Company’s Up-Town shop, is 
cn & ott Gein’ teen on trip to Cali- 
fornia, via the Panama Canal. 





Winter Clearance Sales 
In Cincinnati Stores 
CINCINNATI, OHI0.—Cut prices have 
pepped a business in local shoe stores 
and m footwear has moved during 
the last two weeks. January 
sales were inaugurated the second and 


third weeks of the month and mer- 
chants expect to have clean shelves for 


ving P 
tically out of boots. This is very grati- 
fying to some merchants, as it was 
feared for a while that they would be 
left at the close of the season with 
boots to carry over. 

Black patent sales are fair and satin 
is moving. Early calls for light kid 
are being heard and merchants expect 
big increases in these calls during the 
next two months. Evidently, the light 
shades are taking up right where they 
left off in the fall, as many reds, blues, 
green and grays are being shown. Some 
suede is being sold and shoes of reptile 
and reptile trimmed shoes are very 
a vy! at this time. 

he past season was a very good one 
for evening slippers. Some gold and 
silver kid was sold but the bulk of sales 
went to fabrics. Satin and crepe dyed 
to match the costume have been the 
rage for some time and the vogue is 
e to continue, as many dresses 
are being shown with shoes and bags 
to match. 


Seidenfeld on World Trip 


Murray City, On10o (UTPS) — 
Charles Seidenfeld, well known retail 
shoe dealer of this city, will leave Feb. 
11 on a six months’ tour of the world 
during which time he will touch 26 
separate countries. He is known as a 
globe trotter and only a short time 
ago returned from an extended trip of 
South America. He will touch Ha- 
waii, the Philippine Islands, Japan, 
China, Formosa, Korea, Java, Malay 
Peninsula, India, Persia, Palestine, 
Egypt, Italy, Switzerland, France and 
many other European countries. Mr. 
Seidenfeld served as president of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation years ago and has 
taken a prominent part in organiza- 
tion work. 


Polka Dots Sell Well 


BIRMINGHAM, ALA. (UTPS)—Polka 
Dot shoes have been going good in 
Birmingham, according to managers of 
the first two stores to put them on dis- 
play. L. A. Fisher, manager of Mil- 
ber’s, reports that he cannot get 
enough to supply the demand. Jack 
Davis, manager of the shoe department 
of Loveman, Joseph & Loeb, also said 
the shoes were going good. 


Bassett’s to Move 


LEXINGTON, Ky. (UTPS)—Bassett 
& Sons will move to their new location 
at 140 W. Main Street early in Feb- 
tuary. Bassett’s is one of the oldest 
- best known shoe stores in Lexing- 
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Shoe Factories 
Full Up in 
the Mid-West 


Sold Up to April 1, Say Many 
Cincinnati Manufacturers 


CINCINNATI, OHIO.—Shoe manufac- 
turers are experiencing a mad rush for 
spring footwear. Many merchants 
waited until January before placing 
orders for shoes for early delivery and 
it now seems that some of them are go- 
ing to be disappointed. Very few man- 
ufacturers are in position to accept or- 
ders for delivery prior to Easter and 
in many cases salesmen have been ad- 
vised not to solicit anes for deliv- 
ery earlier than April 15. 

Patent seems to be standing out a 
little stronger in orders coming in at 
present than in those of a month ago, 
and black kid is also being mentioned 
pretty freely. Beige kid in all shades is 
at the top of the popularity ladder and 
brown kid is much wanted for Febru- 
ary and March sales. 

Lots of brown and black reptile is be- 
ing made up for March delivery and 
merchants in some sections are buying 
q uite a bit of light suede. Evening 

ipper honors are divided 
plain and brocaded satin and crepe de 
chine. Evidently merchants expect 
eee ee a he 
shoes, judging from the heavy p- 
ments going out from local factories. 
Combinations of buckskin and ostrich 
in. black and white and brown and 
white are the leaders. Some of the new 
sport oxfords as well as dress ties are 
being shown with light laces. 

Almost every conceivable size and 
type of cut-out is being tried on spri 
shoes. Some represent windows an 
others look like sieves. 


Shoes for New Zealand 


Boston, Mass.—F rank M. Bohr, vice- 
president of the Munroe Shoe Co. of 
Auburn, Me., this week received a cable 
order from Lady Barie Stewart, of 
New Zealand, for a pair of white 
slippers, 22/8 heel, size 6. A letter 
immediately following ordered five 
more smart patterns for her ladyship. 
The orders came as a result of adver- 
tising of the “Body Balance” line in a 
leading fashion magazine. The six 
pairs ordered were all on 22/8 heels 
and ran the gamut of style, color and 
material from fairly plain pump effects 
to elaborate cut-outs, overlays, etc., 
from patent and black satin to blue 
lizard. a 





Jackson Johnson Buried 


St. Louis, Mo.—In a special car ac- 
companied by relatives and friends the 
body of Ja n Johnson was brought 
home to St. Louis, Jan. 26, from Day- 
tona Beach, Florida, where Mr. John- 
son died at “Restmore,” his winter 
residence, from angina pectoris on 
Wednesday, Jan. 23, at the age of 69. 

The route traversed from the South 
was that over which he passed some 
thirty years ago when he came to the 
city after a boyhood spent barefooted 
and in poverty. Funeral services were 
held on Monday, Jan. 28, at the Second 
Presbyterian hurch with Rev. John 
W. Maclvor, pastor, officiating. Burial 
was in the family mausoleum at Belle- 
fontaine Cemetery in St. Louis. 

Active pallbearers selected from in- 
timate friends and members of the In- 
ternational Shoe Company, were: L. 
Wade, Childress, Horton Watkins, Paul 
B. Jamieson, W. N. Sitton, Carlos 
Reese, Henry C. Whiteside, B. A. 
Gray, Lew D. Dozier, Jr., John C. Tal- 
bot and Howard V. Stephens. 

A list- of honorary pallbearers in- 
cluded St. Louis’ leading citizens from 
every phase of business and civic life. 

Jackson Johnson was born just be- 
fore the outbreak of the Civil War on 
Nov. 2, 1859, in northern Alabama 
near La Grange College which his pa- 
rents attended. He grew up among the 
ruins of plantation aristocracy. 

The boy, who later in life often said, 
“I never wore a pair of shoes until I 
was 16 years old,” was destined to be- 
come head of the largest shoe manu- 
facturing company in the world. The 
lad, who knew what it was to hun- 
gry and labor in the cotton fields so he 
might attend school two months in the 
winter, was to reach a position of lead- 
ership in American industry and enter 
the top-ranks of wealth in St. Louis, 
the city he helped make the shoe cen- 
ter of the world. 

And, beyond that he was to become a 
man noted for wide reading and re- 
ferred to by his associates as one of the 
best educated men outside the field of 
specialized learning. 


H. L. Patzer Co. to Sell 
Alfred Hale Products 


ATLANTIC, Mass.—The Alfred Hale 
Rubber Company, of Atlantic, has ar- 
ranged with the H. L. Patzer Company, 
1714 Fond du Lac Avenue, Milwaukee, 
Wis., to represent them to the shoe 
trade in Chicago and the Northwest. 
The line consists of Rajah crepe prod- 
ucts and many numbers of vulcanized 
rubber composition sport soles. 
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Men’s Shoes 














60 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
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BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


BH. W. COOK, Presidents 
Syracuse, N. Y., U. &. A. 
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WHERE TO BUY 
Men’s Shoes 





WOOD SOLE SHOES 
Heavy Full Of 
Grein Leather 


$22 
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WHERE TO BUY 
Spats 


BO 6A tte TA 





SPATS MADE OF BEST 
WATERPROOF 
CRAVENETTED MATERIALS 


From $16.50 te $21.00 
Merchandise of 2 doz. 
will be sont on approval 











536 Broadway 





WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC 
Factory and Salesrooms 
40-46 West 25th St, New York City 
$27.00 per dos. and up 








Boston Boot & Shoe Club 
Meets for 246th Dinner 


Boston, Mass.—The Boston Boot & 
Shoe Club held its 246th monthly meet- 
ing and dinner at the Hotel Statler, 
Wednesday evening, Jan. 23. Horace 
R. Drinkwater, president of the club, 
conducted the ee 3 

F. K. Anderson, of New York, dis- 
cussed “Measuring Markets in Na- 
tional Distribution.” 

On the program were these two 
thoughts: 

“Manufacturers are today -faced 
with serious problems in the field of 
distribution” from John E. Edgerton, 
president of the National Association 
of Manufacturers; and 

“The so-called distribution problem 
in essence is the paramount production 
problem of today” from Magnus W. 
Alexander, president of the National 
Industrial Conference Board. 

Thomas F. Anderson, secretary of 
the club, reported on the January mar- 
kets and style shows, and also on the 
tariff situation. He said that Charles 
H. Jones, president of the Common- 
wealth Shoe & Leather Co., is already 
in Washington, doing his best to secure 
tariff action for the trade, and, par- 
ticularly, to check a tariff on hides 
and skins, which would increase costs 
of such pelts, and consequently the 
prices of leather and shoes. 

Mr. Anderson read a press report 
telling of a combination of American 
capital and German enterprise to de- 
velop the shoe manufacturing industry 
in Czechoslovakia. He urges that every 
man in the trade do his bit to secure 
tariff action as he thinks best. 

The next meeting of the club will be 
Wednesday evening, Feb. 20. 


Union Labor Enrolled 
In Fight for Tariff 


Boston, Mass.—At a meeting of the 
general executive board of the Boot 
and Shoe Workers’ Union, held in Bos- 
ton during the week of Jan. 7, it was 
decided to instruct the special commit- 
tee of the general executive board to 
appear before the Ways and Means 
Committee of Congress in February to 
support a bill to impose a duty upon 
all shoes made of leather and to oppose 
the bill now pending which asks for a 
duty upon raw hides imported from 
foreign countries. 


Alden, Walker & Wilde 
To Move to Rockland 


ROCKLAND, Mass.—Assured of finan- 
cil backing by influential merchants 
and business men of Rockland, the Al- 
den, Walker & Wilde Shoe Co. of East 
Weymouth has begun the removal of 
its business to one ell of the Emerson 
Shoe Co. factory in this town. 

Harry T. Wright, manager of the 
company, which has been making about 
20 dozen pairs a day in East Wey- 
mouth, plans to increase production as 
soon as the Rockland factory gets fully 
under way. About $25,000 was su 
scribed to assure the new venture for 
the town. 


| 





W. R. Verner Dead 


PHILADELPHIA, Pa.—William R. Ver- 
ner, president of the Quaker City Mo- 
roceg Co., died Jan. 17, 1929, of pneu- 
monia, after an illness of ten days. 

Mr. Verner was for twenty years 
connected with the company and his 
death is a severe shock and distinct 
personal loss to all who knew him in 
the trade. 

He leaves a widow and two married 
daughters. 

He was a member of the Union 
League and Merin Cricket Clubs of 
Philadelphia and also of the New Eng- 
land Society. 4 


Lynn Shops Turning Out 
Big Volume of Shoes 


Bright Colors Having a Run Now 


LyNN, Mass.—Business is in large 
voiume here. Many buyers wish shoes 
as early as they can get them. It may 
be that spring is coming early. The 
winter is mild, anyway. Southern mer- 
chants are asking for shoes immediate- 
ly. Easter comes early, or March 31, 
and only a few weeks are left for maki- 
ing shoes for Easter sales. 

Styles spread out as volume of busi- 
ness increases. One of the strong leads 
this week is on shoes of pink, yellow, 
lavender, violet, blue, green and so on, 
touched up with a bit of contrasting 
color. In one fast style shop, 50 per 
cent of the shoes on the cutting boards 
were of these gay hues. Many a mer- 
chant buys a line of blacks as well as 
a line of colors to get contrast effects. 
One shows off the other. Besides, 
blacks always have their uses. 

Eighty per cent three-inch heels 
since Jan. 1. This report, from a Lynn 
high style shop, is astonishing. Low 
heelers may doubt it. But such is the 
record. The heels are full measure of 
24/8. The firm has been featuring such 
heels for 40 months. 

Big bows of ribbon, some three 
inches wide, floated onto footwear the 
other day. Some ride high on grace- 
fully arc insteps. Others fall over 
the vamp and hide all but a postage 
stamp section of it. They are of gay 
colors, like leathers, and are among the 
most ravishing styles thus far in foot- 
wear for 1929. 

Shoes are being made faster, hence 
there is hope for those who wish early 
deliveries. The needle of the McKay 
sewing machine has been speeded up 
to new high records. This is a gain of 
at least ten per cent. Now this detail 
of shoemaking may not mean much to 
many a buyer, who is short on the me- 
chanics of footwear. But just imagine 
the increase in sales that would come 
if the rate were increased by ten per 
cent per minute! 

Shoes are lighter, and, the same 
token, soles are thinner. et it does 
not necessarily follow that they won’t 
wear as long as did the old-time iron 
leather kind. Hides are lighter. The 
Government reports tell of farmers 
marketing cattle at an earlier age than 
ever, as a means to quick turning of 


b- |" their capital. Hence it is lighter leather 


that comes to the sole cutters and shoe- 
makers. 
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To Wholesale Shoes 


BrockToN, Mass.—The Killory-Mo- 
riarty Shoe Co. of this city has dis- 
continued the manufacture of shoes, 
temporarily at least, and the company 
will enter the jobbing field in the fu- 
ture rather than manufacturing. De- 
cision will be made later whether man- 
ufacturing will be resumed at a later 
date after a trial of the new plan. 


Joseph Glaser Plans 


Resident Buying Service 


BosTon, Mass.—Joseph Glaser, man- 
aging director and merchandise mana- 
ger of 12 shoe divisions of the National 
Department Stores, has resigned his 
position, effective Feb. 1, to establish 
his own resident buying service for 
substantial department stores, shoe 
chains and large shoe retailers in the 
shoe markets of Boston, New York, 
Philadelphia and other centers. 

He has been in the shoe business for 
the past 30 years, occupying success- 
fully larger positions in the retail field. 
He was for years head of the shoe de- 
partment of The Outlet Co., in Provi- 
dence, R. I., and Kaufman’s (The Big 
Store) in Pittsburgh. In 1919 he en- 
gaged in his own business, but left this 
field to re-enter the retail business, to 
take charge of all the shoe departments 
of the Frank & Seder chain, expanding 
his duties to cover a group of other 
stores included in the merger of the 
Frank & Seder chain with the National 
Department Stores. 

r. Glaser is known throughout the 
country as one of the foremost shoe 
buyers, purchasing for years over $4,- 
000,000 worth of shoes annually. 

He has developed many of the modern 
phases of retailing, including the use 
of unit control and merchandise records 
as applied to shoe stocks and the coordi- 
nated central ang 2 for group-oper- 
ated departments. Mr. Glaser will es- 
tablish his own offices in Boston and 
other shoe centers. 


Boston Shoe Producers 
On Busy Schedules 


Boston, Mass.—Shoe manufacturers 
in this section are busy on orders for 
at-once and pre-Easter delivery. This 
condition is true especially of those 
operators who are making women’s 
lines. Chain store makers are cut- 
ting about thirty days ahead. Manu- 
facturers of women’s novelty shoes to 
Tetail at $4 report a lively demand. 

Light colors in kid in step-ins and 
straps predominate in the orders for 
women’s shoes now going through the 
works, with browns and beiges lead- 
ing as to shades; reptile trims, and 
pipings of gold kid are favorite com- 
binations on the darker brown kid 
shades. Women’s patent leather straps, 
ties, and step-ins are on order in the 
proportion of about 30 per cent, with 
light colors in kid and calf constitu- 
ting the other 70 per cent. Sandals 
in a wide variety are being shown 
‘in the Boston sample rooms. 





F. B. Davis President 
Of U. S. Rubber Co. 


F. B. Davis, Jr. 


New York, N. Y.—F. B. Davis, Jr., 
a director of E. I. du Pont de Nemours 
& Co., and president and general man- 
ager of the Du Pont Viscoloid Com- 
pany, has been made chairman of the 
board of directors and president of the 
United States Rubber Co. 

Mr. Davis graduated from Yale in 
1906 with the degree of civil engineer 
and, for a short time engaged in engi- 
neering work in New England and with 
the Pennsylvania Railroad. In 1909 he 
joined the du Pont company and soon 
rose to the position of assistant to La- 
mont Du Pont, then head of the black 
powder operating department. Later 
he became vice-president and general 
manager of the du Pont Chemical Co., 
and, in May, 1925, when the pyralin 
department of the du Pont company 
was merged with the Viscoloid Co., of 
Leominster, Mass., Mr. Davis became 
head of the reorganized company. 

His election to his present position in- 
dicates the intention of the du Pont 
interests to take an active interest in 
~ management of the U. S. Rubber 

0. 


New Canadian Factory 
To Start Production 


VANCOUVER, B. C. (UTPS)—Storey 
& Campbell, Ltd., announce that they 
will shortly start the production of 
first-grade men’s shoes. 

This expansion will increase the 
firm’s payroll to approximately 70. 
Alterations *o the plant and installa- 
tion of new machinery will be started 
at once. 

The initial show output will be 50 
pairs a day, with the expectation that 
this number will be increased to 100 
before the end of the year. 

Storey & Campbell have manufac- 
tured uppers for custom shoe makers 
for the past 25 years, and this activ- 
ity will be continued in connection 
with the new manufacturing enter- 
prise. 


Sl etl all 


WHERE TO B 
Standard Shoe Materials 


ee hie 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert, 05 Seuth St., Besten, Mass. 











est Virginia 


The best raw materials contribute to 
Uniformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 




















WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 


Sets 
~~ & ROSENBERG SHOE CO. 
124 N. t., ladelphia 














BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 
No. 600 Black Kid..1.465 1.40 1.35 
Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philadelphia— 
1735 No. 6th 8&t. 
Los Angeles—1162 So. Hill 8t. 


Prins 


IN 
STOCK 








wih. 
SUMNER 
SMITH 
Chicago, Ml. 








325 West Monrce 








In 68 Black Bal- 
Ladies’ $1.26 pr. 
Misses’ $1.20 pr. 
Ohild’s $1.15 pr. 

BLOG SHOE CO., INC. 
147 Duane &t., 
New Yerk, N. Y. 
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WHERE TO BUY 


Women’s Novelties 

















WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ROSETTES 
The right merchandise at the right price. 


oe Se. 
mY SLIPPER SUPPLY ©O, 
e038 New York City 














WHERE TO BUY 
Shoe Buckles &@ Fabrics 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
889 FIFTH AVE., NEW YORK 











CUT STEEL— E 
IMITATION STEEL 


Manor Buckizs |! 
T «.a@ &. vera, Inc. T 


. : im portere— 
H- ~42 Bast 38th, Now York H 




















Wholesale Shipments 
Good in St. Louis 


St. Louis, Mo.—Despite snow, sleet 
and —— cold we' with condi- 
tions in rural districts preventing 
salesmen from getting round in their 
territori the wholesale division of 
the shoe ind is holding up well, 
according to ials of the larger 
houses on Washington Avenue. One of 
the largest reported that it anticipates 
a gain in shipments. Orders for im- 
mediate shipment continue to run ahead 
of last year, indicating a demand for 
merchandise. Mail orders have also 
been heavy for wanted merchandise 
which dealers are requiring to sweeten 
up their stocks. 

Reports are that merchants are clean- 
ing up their winter stocks in good 
shape and all are experiencing reduc- 
tions in their inventories which will 
develop a healthy condition in the 
stores. Belated winter weather up to 
Jan. 1 found merchants with heavy 
stocks but since that time zero temper- 
atures have removed much of this from 
the shelves. 

Future businéss has not been up to 
expectations and there has been a de- 
cided slackening over the same iod 
of a year ago. It is the opinion of 
manufacturers that this condition will 

before mid-February. 
ors are selling in the spring foot- 
wear demand but the season is not far 
enough advanced for a majority of 
merchants to gage the demand for 
these styles. 


John Davies Is Dead 


RocHEsTer, N. Y.—John S. Davies, 
president of C. P. Ford & Co., Inc., 
died suddenly recently while riding to 
his office on a street cr. When Mr. 
Davies was stricken, two ial offi- 
cers, who happened to be on the car, or- 
dered the conveyance es yp and car- 
ried him to a store nearby; an ambu- 
lance was summoned, but Mr. Davies 
had died before it arrived. The body 
was taken to his home at 584 Main 
Street, West, this city. 

Mr. Davies was 79 years old. He 
moved to Rochester 35 years — when 
C. P. Ford & Co., Inc., located its head- 
quarters here; he had previously been 
connected with the company for many 

rs while it made shoes in Auburn. 

r. Davies first commenced his activi- 
ties for C. P. Ford Co., Inc., as travel- 
ing shoe salesman, on the Pacific Coast 
and in the Rocky Mountain States, 
while stage coaches were still in use. 
After holding many important posi- 
tions in the company, he succeeded C. 
P. Ford as president about 15 years 
ago. He leaves a wife and a married 
daughter, both of Rochester. 


Queen Quality to Move 


CLEVELAND, OnI0 (UTPS) — The 
Queen Quality Boot Shoppe, 520 Euclid 
Avenue, will move on the first of 
March to a new location at 1117 Euclid 
Avenue, closer to the theatrical section 
of the city. Hobert Smith remains 
as manager of the store and no change 
will be made in the footwear handled, 

reports. 


according to 








“A White Lion” 


ys Johnson, president 
of tt, Johnson Co., shoe 
manufacturers, has been awarded 
an officer’s cross of the Czecho- 
slovakian Order of the White 
Lion by the new Republic of 
Czechoslovakia. 

Mr. Johnson was recently made 
a Chevalier of the Order of the 
Crown of Italy. 

Both awards are for his ser- 
vices to humanity. 











Manchester Factories 
Take Spring Spurt 


MANCHESTER, N. H.—The local in- 
dustry is showing a spurt in produc- 
tion. The style show season is over 
and the preliminaries of buying in lasts, 
patterns and materials are out of the 
way, with the result that organizations 
are already under way en the spring 
production. Some the brightest 
spots in the local industry are the F. M. 
Hoyt Shoe Co., the E. R. Apt Shoe Co., 
the G. B. Crafts Co., the Inter-State 
Shoe Co., and the Gale Shoe Mfg. Co. 

The local companies had a sizable 
representation at the Boston and Chi- 
cago shows, including Ernest A. Rainey, 
Charles H. Geissler, J. Gordon Lee of 
the F. M. Hoyt company; E. R. Apt 
and Dick Jacobs of the E. R. Apt Shoe 
Co.; C. M. Crafts and R. E. Moulton 
of the G. B. Crafts Co.; R. E. Nash, 
J. F. Travers, A. L. Briges, W. L. 

. , . '° yman, 
nowy Olea 


Three Prizes Kecaded 
in “Hug-Tite” Contest 


CINCINNATI, OH10—The Charles Meis 
Shoe Company just closed a very suc- 
cessful sales contest on women’s shoes 
made in their Lebanon factory, and an- 
nounced Mr. Feinstein, of Dallas, Tex., 
as winner of the first prize. Mr. Fein- 
stein broke.all records on the sale of 
these arch-support shoes in the State 
of Texas, and was presented with a 
beautiful trophy as a reward. 

D. Hayden Brown, of Michigan, took 
second honors, and was also awarded a 
beautiful t for his interest in the 
contest. ird prize was awarded to 
Walter Koch, who travels in the State 
of Indiana. 

The contest created much interest 
with the merchants as wel as with the 
sales force, and many of the dealers 
were pulling for their salesman friend 
to win the contest. normal volume 
of business was almost doubled during 
the run of this “Hug-Tite” contest. 


Opening Men’s $4 Stores 


New York, N. Y—The Brewster 
Shoe Corporation has opened retail 
stores to sell $4 men’s shoes, exclusive- 
ly, at 2100 Seventh Avenue, and 148 
E. 42nd Street, this vity, as well as at 
325 Washington Street, Brooklyn. The 

ent states that it will add 
similar stores to this chain, according 
to the demand. 
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J. I. Melanson Dead 


LYNN, Mass.—Jose I. Melanson, 
founder "of Joseph I. Melanson & Sons 
Co., shoe manufacturers of North 
Adams, Mass., died at his home in 
Swampscott, Jan. 24, aged 64 years. 

Mr. Melanson was looked upon as a 
leader in the manufacture of ear 
welt shoes for girls. He 
learned to make by hand in his 
native town in Nova Scotia, spending 
a part of his boyhood as a worl erina 
saw mill, and his evenings in a shoe 
sho op 0 on as an ee 

e 45 years ago, 
Pn. ay to maak ot the bench, and after 
a few years he started a business which 
he developed into the present concern. 

He was a member of the National 
Boot & Shoe Manufacturers’ Associa- 
tion, and the Boston Boot and Shoe 
Club, and a director of the Securi 
Trust Co. of Lynn. He was fond of 

If, and he belonged to the Tedesco 

Club of ee ce the Salem 

ub of Salem ng’s Wood 

Wolfboro Pi. Hand the “Tin 
Whistlers” of Pinehurst, N. C. 

He is. survived three brothers, 
George, Isaiah and Noah, all of Lynn, 
four sons, two of whom, Lionel J. and 
Joseph I., are members of his firm, a 
daughter ‘and a widow. 


Ault-Williamson Men at 


Philadelphia Convention 


AusurRN, Me.—The Ault-Williamson 
Shoe Co. and the Ault-Shackford Shoe 
Co. of this city exhibited their respec- 
tive lines of turns and welts at the fif- 
teenth annual convention of the Middle 
Atlantic Shoe Retailers Association at 
Philadelphia recently. These represen- 
tatives of the two companies attended 
the convention: 

Charles Ault, president of both com- 
panies; Fred W. Small, vice-president 
of the Ault-Shackford Shoe Co.; .; Wil- 
liam H. Whittum, Eastern sales man- 
ager of Ault-Williamson Shoe Co.; Ar- 
thur L. Evans, sales promotion director 
of Ault-Williamson; James T. Carroll, 
Charles A. a Roy Lewrk, Philip 
A. a * ward S&S. Murray, 
James Renton, oa 


N. Y. Federal Judges 
Plan Official Receivers 


New York, N. Y.—Six Federal 
judges sitting in the United States Dis- 
ict Court here have agreed to desig- 
a the American Exchange-Irving 
Trust Company, official receiver in all 
bankruptcy cases in the Southern Dis- 
trict New York. The plan has 
aroused considerable comment and has 
not yet been put into effect. The plan 
is part of the general move toward 
cleaning up the bankruptcy situation in 
this district. It is reported that other 
banks or trust companies may also be 
named as receivers and it is possible 
that the plan may be adopted in other 
parts of the country. 

Dissenting claimants, if in the ma- 
ority, under the present bankrupt¢y 

‘ws, could prevent the appointment of 
any bank or trust company as a re- 





Lape & Adler Acquire 
Plant in Logan, Ohio 


CoLuMBus, OHIO. 
—Another expan- 
sion in business is 
announced by H. 
N. Lape, head of 
the Lape & Adler 

of Columbus, 
and president, also, 
of the Julian & 
Kokenge Co., of 
Cincinnati. The 
former company 
has taken over the 
omg 4 in a 
io, formerly oc 
ee cupied by the Brin- 
gardner Shoe Co. and, about April 1, 
will begin producing there a line of 
popular price Lape & Adler turn-type 
process shoes. It is expected that ini- 
ba roduction will be 1500 pairs per 
9 new plant 
on operated 
under .. personal 
supervision of W. 
T. Dickerson, man- 
aging director of 
the Lape & Adler 
Co., and vice-pres- 
ident, also, of the 
~~ & Kokenge 


his move will 

aggre the — 
us plant ot 
crease its produc- 
tion of fashion . ¥. Bicheresn 
welts and sport type welts—an increase 
made necessary by increasing sales of 
Foot Friend shoes. 

Mr. Lape has won for himself a busi- 
ness success which is almost unique. He 
started his career as a bell boy in Cin- 
cinnati hotels. At the age of 16 he 
took over the program an ——- 
——- ge with the Wilbur Opera 

ollowing this he worked for the Peter 
Merkle Co., of Columbus and, later, 
— the sales force of Wolfe Bros. 

Shoe Co., also of Columbus. Twenty- 
five years ago he became a salesman 
for the Julian & Kokenge Co. Ten 
years later he was made salesmanager 
and six years ago became vice-presi- 
dent. Two years ago, when W. A. 
Julian became chairman of the board, 
Mr. Lape succeeded to the presidency. 
In addition to his work as head of these 
two companies, doing an annual busi- 
ness of $8,000,000, Mr. Lape is a direc- 
tor of the Cincinnati Realty Co., owner 
of the Sinton Hotel, and is a director 
also, of the Bank of Commerce and 
Trust Co. He is a member of several 
clubs as well. 


Mrs. C. H. Nylander 
Heads Women’s Auxiliary 


MINNEAPOLIS, MINN. (UTPS)—The 
Women’s Auxiliary of the Northwest- 
ern Shoe Travelers’ Association has 
elected officers for 1929 as follows: 
President, Mrs. C. H. Nylander; vice- 
president, Mrs. W. R. Follansbee; sec- 
retary-treasurer, Mrs. C. H. Kennett; 
directors, Mmes. F. J. Langer, H. 
Thorson, George Posey; chairman vis- 
iting committee, Mrs. H. Thorson: sew- 
ing, Mrs. G. H. Sanders; publicity, 
Mrs. George M. D. Posey. 


WHERE TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg.. Reem 532 











WHERE TO BUY 


Store Fixtures 


THE 


| NEW GOODWIN CATALOG | 


FINTURES 
ATIONS 


| 
| 
a 


SHO! TORI 
{STORE INSTALI 








; 


Woman Manufacturer to 
Address Shoe School 


MANCHESTER, N. H.—Miss Etta Ki- 
mel, head of the Kimel Shoe Co., Hav- 
erhill, Mass., and one of the most prom- 
inent women connected with the shoe 
business, will speak before the Man- 
chester Shoe and Leather Continuation 
School Feb. 1. The subject of her lec- 
ture will be, “Women in Industry” and 
“The Stitching Room.” The members 
of the Continution School classes were 
iy at the Boston Shoe Style Show 

an. 4 and, through inspection of the 

various lines, gained some practical in- 
-_ in the making and styling of 
shoes. 


Not to List Selby Stock 


PoRTSMOUTH, OHIO (UTPS)—Roger 
A. Selby, president of the Selby Shoe 
Co., upon his return from a business 
trip to New York announced that the 
Selby stock would not be listed on the 
New York Stock Exchange for the 
time being. He said: “Upon my visit 
to New York I learned that our stocks 
need wider distribution and we have 
not a sufficient number of holders for 
listing on the exchange. We are get- 
ting more every day, but until the re- 
quired number is secured the stock will 
not be quoted from New York.” 
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Recorder Show Card Service 


—a practical business | 


builder for shoe merchants 


—AND, is the most valuable of window card franchises to own for 

your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


NOW READY 
FEBRUARY CARDS 


(3 Colors—Blue, Gray and Black) 


SINGLE SHOW Z cieruaeue 
CARDS PLEASE. 
Select any subject below by number 
Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 
WOMEN’S MEN’S 


No. 10—Good looking, comfort- 
able; pride in wearing 
the best— 





No. 11—Good Fellows, new ar- 
rivals, all wanted leath- 


GENERAL ere— 
. S—Southward Bound? 
. 6—Evening vivacity depends CHILDREN’S 
the right daytime 4 12—sturdy shoes, comfy ft, 
4 1—suyle, if it’s new, we have long service. 
- &—Always smart, shape-hold- HOSIERY 
‘ 9—Shoe trees improve the No. 13—All new daytime and eve- 
appearance— ning shades. 
N. B.—The privilege of exchange of current month’s cards ; 
is available to annual card service members who may find ae a ~d ey ante 
e . ° s' ive and erent. ure oS. e 
listed above card texts which better cover their merchan- adiedhepaae’ diuien- ee Gu window 


dising program. trim. 




















Attractive Printed Price Tickets 


Hand-Lettered All Regular and Clearance sy 9 
48 5 Price Ticket Prices from 25c to $22.50 
6-doz. assorted $1.10 
? EEE 


iy zeddish brown i 12 each of 6 different 
black figures—80 dif- prices 
ferent prices. 85c 
69c to $17.50 12 of one price, 15c 


2 | 25c per dozen 12 doz., $1.50 
. 6 doz., $1.25 24 doz., $2.50 


Check With Order, c Border—Black Fi Cash or stamps with 
Please order, please 
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Doubles the Window’s Value 


Recorder window cards induce more window-shoppers to come inside your store:—thus you get 
more shoes and accessories sold. Window-shoppers who pass on are frequently lost; they are 
liabilities. Turn them into a store asset, at least, by speaking to them thru effective Window 
Cards. Impress a thought upon their minds about your store service, styles, quality. Thought 


means action. 


Recorder Show Cards in your window will make your window-shoppers think 
your way—right at the moment of looking into the window—also when they 
remember to tell their friends what you said. 
Say nothing—they remember nothing! 


Try the Service 
for 30 Days— 
Mail the Coupon 


In the panel are brief de- 
scriptions of the _ several 
Services we are now in posi- 
tion to offer you. Select the 
one you wish. Try it for a 
month. Then if you are not 
entirely satisfied, you simply 
pay for the one mentile 
showing at the low yearly 
rate. Fair enough, you'll 
agree. Mail the coupon today! 





ee 


Select the 
Service YouW ish— 
Then Mail Coupon 


Service 8 cards (7”x11”). 
2 Art Card Holders. 
No. 1 


100 Blank Price 
Tickets. 
$4.00 monthly ($48.00 the year). 


Service 10 cards (7”x11”). 
4 Art Card Holders. 
No. 1-B 


100 Blank Price 
Tickets. 
$5. monthly ($60.00 the year). 


JUNIOR 4 cards. 2 Art 
r Card Holders, or 
Service frames. 
50 Blank Price 
Tickets. 
$2.25 monthly ($27.00 the year). 
Printed Price Tickets 


Olive green berder with biack ff 

12 each of any six prices, 50c. 
per month if want with any 
annual ca service. 











ig ET 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, LIL 


Please enter our order for the Recorder “Selling 

Messages” card service No. for one 

year, | of cards each month, 

and 2 art card holders, with the first month's 

service, beginning with cards for February, for 

which we will pay per year, payable 
per t 


For cash in advance full year’s service, § 
discount. * 





Art Card Holder Base (above) 


Comes in either Gold or Silver 





trim—mottled finish, 
lined bottom. Store name in panel, if you wish. 
tasty and attractive. You'll be proud them 
your finest window fixtures. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 

We prefer:—Card holders, or frames (gold) (silver). 
Place following initials on frames (not more than 


two).........Store name on card holders 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 
Printed Price Tickets:— 


(Any price: 15c. per dozen 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


(Jan. 26th issue) 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION’ 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mas., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED 
4c per word. Minimum Charge 75c. 


LINES WANTED 
4c per word. Minimum Charge 75c. 


ALL OTHERS 
7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 























SALESMEN WANTED SALESMEN WANTED 








The Educator Shoe 
Corporation of America 
4 Bane to give consideration to appli- 


first class salesmen for 
territory centering in 


CHICAGO 


Side Line Men Wanted 


We require the services of salesmen carrying high grade lines of 
women’s shoes to handle our complete line of shoe ornaments to 
the retail shoe trade in the states of Ohio, Michigan, Indiana, 
Pennsylvania, West Virginia, Virginia, North Carolina, South 
Carolina, Georgia. Give references and all other information 
in first letter. 


THE REYNOLDS COMPANY, Providence, R. IL. 

















— 


1 territories in Mid-West 





SALESMEN WANTED 


with established trade for state of 
Colorado, Dakotas, Iowa, Minne- 
sota, Nebraska, Virginia, and other 
desirable territories. Ours is a 
fast line of women’s novelty Mc- 
Kays retailing at $5 and $6. Lib- 
eral commissions. This is an op- 
portunity to become associated 
with a live wire organization. 
SHU-STILES, INC. 
1330 Washington Ave., St. Louis, Mo. 





——————OOeee 





———— 


Experienced Salesmen 
Wanted 
We have the following choice territories 
open: 
Texas 
Oklahoma 
iHichigan . 
North and South Carolina 
Minnesota and North Wiscon- 


For a line of Men's and Boys’ work shoes. 
Also complete line of children’s shoes. 
Drawing account and commission. 


In stock program. 

Address care Boot & Shoe 

| a 80 Federal St., Boston, 
ass. 








Salesmen Wanted 


with established trade in Dakotas, 
Iowa, Minnesota, Michigan, Ne- 
braska, Oregon, Washington, Ar- 
kansas and other desirable 
territories, to sell very fast line 
in-stock ladies popular priced nov- 
elty shoes. Liberal commission. 
Good opportunity for big earnings. 
SPECIAL SHOE COMPANY 
1382 Washington Ave., St. Louis, Me. 





Southwest for which applications 
will be given attention. 

Address applications personally to J. P. 
Macfarlane, General Manager, Bducator 
Shoe Corporation of America, 225 West 
84th Street, New York City, N. Y. 

















SALESMEN 


with good following to carry ex- 

i line for an old established 
manufacturer of felt leather and 
fabric slippers for men, women 
and children soft soles and wooden 
heels. Liberal commission paid on 


monthly settlements. Following 
territory open—Alabama, Missis- 
sippi, tame jana, Kentucky, Ten- 
nessee, Kansas, Missouri, Iowa, 
Nebraska, and Minnesota. 

Address D-944, care Boot & Shoe 
—- 80 Federal St., Boston, 

a 


WANTED 


D-940, care Boot & Shoe 
Recorder, 80 Federal St., Boston, 











Middle West, South and Eastern 
7 < oes 











80 Federal St., Boston, Mass. 








SALESMEN WANTED for Missouri. lows, 
Nebraska, Northern Illinois and Wisconsin, 
to carry as side line priced Ladies’ 
GF Re 
man. ust have - 
in first letter. Man-Gold Shoe Co., 

1418 Washington Ave., St. Louis, Mo. 


LIVE wire salesmen wanted for a fast selling 
line of women’s novelty shoes. Territories 


ely = Pe New Jersey, and 
Connestiont. dress D-932, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Ma 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 








WANTED: 


For ALABAMA, ARKANSAS, IL- 
LINOIS, INDIANA, oer tk 
SOUTH CAROLINA, TEXAS, VIR 

GINIA and other desirable terri- 
tories, salesmen to carry as side 
line the fastest short line of ladies’ 
Corrective McKay Arch shoes 
priced at 93.85 and $2.85. All num- 
bers carried in stock in four widths. 


CORRECTIVE SHOE CO. 
ST. LOUIS, MISSOURI 


SALES MANAGER 


Capable executive, with children and growing 
girls experience, available for a good growing 
organization; also familiar with office, cost and 
general accounting as well as buying. Address 


D-926 care BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 














SALESMEN WANTED 


to carry our Line of Stitch- 
downs in Ohio, 2-trays; as a 
Side Line. Straight Commis- 
sion basis. 


Address D-912 care Boot & Shoe 
——— 80 Federal St., Boston, 
ass. 








7-4 WANTED — For New York 
— x. “a New York City or Long 
Isla: ’ a ew ngland concern 
shoes in stock, men’s > alten $5. 
kip $4.00 retailers. Terms 4% 15, 
Straight commission 6%, advancing 
75% of commission earned on accepted orders 
each week. Address D-947, care Boot and 
Recorder, 80 Federal St., Boston, Mass. 





WAN ANTED—Salesman or Saleslady now - 
eri 


side line our extensively advertised 

Ha Children’s Shoes, consisting of Test 
ble First Step Turns, _ 1 to 5, and Flexible 
Feather-weight Stitch-Steps, sizes 2 to 5, to be 
sold to jobbers, eons or department stores. 
All numbers stocked for department store trade. 
Highest commission paid. Liberal discounts. 
W. C. Goodger, Inc., Mfrs., Rochester, N. Y. 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: bama, 
i M ppi. Indiana, Oregon, Wash- 
~m ot 


Tennessee, Things and. City 

ant men to carry our line of 

Leather House Slippers 2 4 side line. 

Must live on terri and cover by 
auto. Give full iculars “io fi first le letter. No 
‘eekly ts against 





#.,- men now successfully 
eo line. ing commodity in shoe 
Poti Rite Corp. (Manufacturers), 

3 ¥ You" treet, Brooklyn, N. Y. 





Te salesmen to carry strong selling 
line of shoe ornaments as side line, with 
large following in women’s novelty . 
Li commission, excellent opportunity for 
right party. Territories open: New England. 
=. Middle West... Send references and 

in first letter. Address 
5-933, care and Shoe Recorder, 239 W. 
39th St.. New York, N. Y. 





WANTED—For the following territories: 
New England, New York. Kansas, Okla- 
homa, ~~ Texas, New Mexico, Arizona, 
salesmen with an established trade to carry as 
a side line “KINDER. GARTEN” shoes for 
children. Goodyear welts, widths, in stock. 
Seven per —_ a State present line 

with first letter. 


carried and th 
_ HALLOWELL Sit SHOE CO., Chicago, 





SHOE Salesmen to carry strong side line of 
leather, satin, soft and hard sole slippers. 
All territories. stags per cent commission. 

a References first letter. 
Address D-93 re Boot and 1% le Arava 
239 W. on eS my York City, N 


YOUNG MAN 


Now employed, as SALES MAN- 
AGER with Large Middle West 
Manufacturer and Wholesaler, de- 
sires to make change. Can furnish 
best of references and successful 
sales record for past years. Capa- 
ble of handling volume buyers, as 
well as supervising sales 
ADDRESS: A. R. T. SHOES 


Room 714, Alms Hotel 
Cincinnati, Ohio 











SHOE Buyer or Department Manager of 
twelve years’ practical experience in best 
stores of Chicago, available February 15th. 
Knowledge of the best markets, married, gen- 
tile, age 31. Best of references. Would prefer 
smaller city. Address D-934, care Boot and 
Shoe Recorder, 189 W. Madison Street, Chi- 
cago, Il. 





MANAGER or Buyer for retail shoe store or 
department. Have had fifteen years’ - 
ecutive experience, merchandising high aie 
men’s and women’s shoes. Have — 
Over retail store experience. Would 
locate in West or Southwest. Have ul Nbite 
can furnish good references. Address 
D-935, care Boot and Shoe Recorder, 810 
Federal St., Boston, Mass. 





EXPERIENCED shoe man, ten years mana- 
ger Chain Store, first class window trimmer 
and show card writer. Pleasing personality. 
Best reference. Address D-942, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


FOR RENT 








FOR RENT 


In Heart of New York City’s Wholesale 
Boot and Shoe District 


STORE 
and 
BASEMENT SPACE 


Approximately 10,000 Sq. Ft. 
CORNER DUANE & CHURCH STS. 
Will sublease All or Divide. 
Immediate Possession. 

Very Attractive Rentals. 





THOENS & FLAUNLACHER, Inc. 
333 Fifth Ave., N. ¥. City, N. Y¥. 








FOR RENT 


Shoe department in ladies’ special- 
ty shop in Reading, Penna. For 
particulars write to 


JEANNETTE, 
813 Penn St., Reading, Pa. 











TO SET we lease Shoe Department, fine 

floor space, good window space, new, 
ee ,t.-4. store, best Indiana Town 
32,000. Want operator to sell shoes for entire 
family at popular prices. Percentage proposi- 
tion. Fairway Agearel Stores No. 2, Michigan 
City, Indiana. 





FOR LEASE 





SALESMEN WANTED 





| MPORTER ef men’s woven sandals, made in 
nd by factory turning out shoes of 

superior workmanship, fit and quality, omnes 

to compete with Czecho-Sl 

ried in stock, will sell on sight, requires hus. 

tling salesman. Address pe care Boot and 

Shoe Recorder, 80 Federal St., Boston, Mass. 








Sie ty now calling on th the retail shoe 


infants’ wear Baby 

to sell Dr. Reay’s CPADDLERS, #1 Dr. 

~~ Cashion Soles” and “STORKLET” 

Bar Soles and Moccasins. Exceptional oppor- 

Good commissions, payable monthly. 

You get full com- 

territory 

open. Give references and present lines car- 

ried. Confidential. Address Sales Manager, 
274 Sanford St., Rochester, New York. 





WE intend to add a few sideline —— pa in 
several territories. This is a good op 
who is Giaoeh @ 


OPPORTUNITY—To secure leased shoe de- 
partment on first floor in women’s ready-to- 
wear store. Best location in Birmingham. 
Lease proposition only to established, reputable 
concern featuring shoe line from $6.00 to 
$10.00 or over. Minimum business $75,000 
for first year. Quick action necessary if you 
are interested. Address The New Williams, 
Birmingham, Ala. 


T2 LEASE—100% location for Shoe Store 

in prosperous town of 10,000 population, 
central Pennsylvania; ideal for. chain store. 
ge rental. ase to suit. Address 
D-943, care Boot and Shoe Recorder, 214 So. 
12th St., “Philadelphia, Pa. 








LINE WANTED 


SALESMAN — STYLE MAN. 
successful selling in New York. Also ac- 
quainted with western territory. ks con- 
nection with reputable manufacturer of wom- 
en’s shoes. Lines of merit considered only for 
excellent and extensive following. Highest 
credentials. Address D-938, care Boot and 
Shoe Recorder, 239 W. 39th St., New York 
City, N. Y. 





Ten years’ 
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POSITIONS OPEN WANTED TO PURCHASE MERCHANTS’ NEEDS 














TO BE SURE THAT YOU RECEIVE 


iti THE VERY HIGHEST PRICES : : 
Valuable Position Open Pg ty compl ae , Milbradt 


Women’s Shoe factory that has been in ‘ ae! i dees 
business for over twenty years finds itself . transactions. - ' Ladders 
unable to keep up the volume of business . 
that it formerly had. This is occasioned . - 
through no fault in the quality of the : Made for 40 

. > years 
shoes but probably through incorrect styl- isos by the original in- 
ing. We therefore have a position open ventors 
which will pay well for any man who i . 
can style and sell our line of shoes. This Made in all styles 
is a real job and only those men who i to suit any shelving 
have had experience and can supply the conditions. 
best of references need apply. en 
give experience and references in first | Get our price before 
ee a hag ig Fem Y , placing your order 

hoe Recorder. era 

St. : Window Decoration Milbradt 


St., Boston, Mass. 
and maker of ss 
Artistic Price Tickets Manufacturing Co 


Latest in Bw and Domestic Roll 3 
HEL Pp ANTED nau 9 or oa ie request. 2416 No. 10th Street 
Ww. EMIL RUBLACK ST. LOUIS, MO. 
140-142 West Broadway 
Established 1903 New York 



















































































SHOE ceo ge WANTED 
Men’s shoe buyer wi 
ing departmen 
to take full 
in men’s apparel stores in 
Unlimited i possibilities for . 
care Boot & Shoe Re 


Address D- 
cordon, 80 Federal St., Boston, Mass. 

















HELP WANTED—Young man, gingle, with 
some shoe experience to work in retail 
store. Address Box 415, Shenandoah, Iowa. 











FOR SALE 


ALE — ) a a a FAMILY 
Foor STORE in good, live mill town. Wette fer oe of, Window Fabrics 


Wan D930 * Good Sreaons S ink & THE HECHT tnaned 
care Tr, co. 
Federal St.. Boston, Mass. 288 South Wells St. - CHICACO 




















OME H-W chairs are in 
BUYERS WANTED keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 


BUYERS WANTED See re ing service of our experts 
HAND- PLAITED LEATHER LAB ELS 
P) 


SHOES AND SLIPPERS an 
SHOE CARTONS 


EXCWWSIVE BUT NOT OwEnssve 
SAMPLES UPON REQUEST 











German made goods Interwoven of leather 

straps. Production more than 30,000 

= Cash against shipping jocu- 
en 


Reply to MW 20 Rudolf Mosse 
Graybar Building, N. Y. C. 





Mola ! OW 
FIXTURES | DISPLAY | FIXTURES 


SEGALLE SONS 





DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 

















February 2, 1929 





"he, GD a, OS a" 


~ 
Dr 


C 


VANITY 


The Step-In Gore Pump will 
enjoy an era of popularity this 
Spring according to the leading 
stylists of the industry. 

This fashion note is very 
much in evidence right now at 
the Vanity Novelty Workshop 
where leather ornaments are 
being made in profuse quantities 
to supply the demands of the 
trade. 

Be sure to specify 


Vanity Ornaments when ordering 
Step-In Pumps 


1261 Atlantic Ave., Brooklyn, N. Y. 


VANITY NOVELTY WORKS 














HENRY LILLY CO. 


110 Duane St., New York 


Wholesale Shoe Auctioneers 
Trade Sales of Shoes 


Every Wednesday and Friday 














In Colors or Jd 


Black 


Greeley Boudoirs are also 
made with rubber or leather 
heels. The most popular 
house slipper for women on 
the market can be sup- 
plied by your jobber. 


If not—write to us. 





A. W. GREELEY wed 
12 Duncan St. - - ~- Haverhill, Mass. 
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= | THE < 
BE. 

=| Chestnut at Ninth Street 

= PHILADELPHIA 


The traveller or permanent 
guest is assured of attentive serv- 
ice, enjoyable environment and 
the highest refinements of good 
living at The Benjamin Franklin. 
Here you will find, combined in 
an unusual manner, the tradition- 
al hospitality of 
more leisurely 
times with the 
most modern 
hotel appoint- 
ments. 


eel 


at 
ats 


Twelve hundred rooms, 
each with bath 


Rates commence 
at $14.00 


HORACE LELAND BIGCING 
me Derm ter 











Students in famous IUinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course in Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


————=<=— MAIL THIS COUPON TODAY -—~—--~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Lllinois 


Gentlemen: Please send me, postage prepaid. latest catalog and complete 
information relative to Chiropody and your school. 


pe - 
Street and Number....................... 




















SALESMEN SELL THE NEW SHOES... 
The Boss Must Sell the Old. 


THE VOICE OF THE RECORDER....... 





New IDEAS FROM PARIS...........- 
Open Spaces Difficult to Get. 





More Money Making Stunts. 


Do.iiInG Up To CATCH THE MEN.... 
As Marshall Field & Co. Did It. 





News of the Travelers. 
SHor MERCHANT’ News 
SHoE MARKET NEws 
OTHER REGULAR FEATURES. 


eet eee eeeee 
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To Lift Standard of Living..... 
By Murray C. French.......... 44 


FOOTWEAR—ON GUARD .........+-+ A Chance for Health Shoes..... 53 C uh 88 Leet Wht 
What the Flu Epidemic Means to man, Mass. ...... 2 sate — seibiisd 17 
the Shoe Man. 
j ; Corrective Shoe Co., St. Louis, Mo....... 27 
O. P. I. (OTHER Peopie’s IDEAS)... By Harry R. Terhune.......... 54 


} Wuo’s Wuo on THE Roap......... By Helen M. Haney............ 67 
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A buying guide to 


BOOTS AND SHOES 











Bancroft Walker Co., Boston, Mass.... 7 
Berkshire Footwear Corp., Hollister, Mass. $1 







Best-Ever Slipper Co., Inc., Brooklyn, 


Pee eee ee eeeeeeeeeeeeeeeeeseeeees 
eeeeeseeee 
eeeeeeeeee 

eeeeceee 
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Churchill & Alden Co., Brockton, Mass. 
4th Cover 






Clapp, Edwin, & Son, Inc., E. Weymouth, 
48 SMMh .niecdch shar inniubdkgsoccehdectons 17 













Cohen, Samuel, Shoe Co., Boston, Mass. 8@ 





Colt-Cromwell Co., New York City...... 58 











Curtis, Stephens, Embry Co., Reading, Pa. 41 






Dunn & McCarthy, Inc., Auburn, N. Y... 58 


eeewree 





Educator Shoe Corp., New York City.... 6 





Elam, F. S., Shoe Co., Rochester, N. Y... 81 








Emerson Shoe Mfg. Co., Rockland, Mass... 77 








Evans, L. B., Sons, Wakefield, Mass...... 






Fashion Shoe Co., St. Louis, Mo......... 








Ford, C. P., & Co., Rochester, N. Y..... 









GETTING MORE 


SHOES SOLD RIGHT 





Gold Seal, New York City............s00. 78 










Greeley, A. W., Co., Haverhill, Mass... 87 











H. WALTER SCOTT 
Secretary 
ARTHUR D. ANDERSON 
Directors of the tion, in addition 
the above-named , are as 
A. C. 


PEARSON 
Owmn A. THOMAS 


GEORGE W. R. HILL 
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Hili, Howard, W., Co., Beverly, Mass..... 





Huth & James Shoe Mfg. Co., Milwaukee, 













B. C. BOWEN REO REIT BH ae 29 

Ideal Baby Shoe Co., Danvers, Mass..... 22 

te Johansen Bros. Shoe Co., St. Louis, Mo... 1 
P. M. FaurRenporr 

R. L. Stwarp Johnston & Murphy, Newark, N. J....... 25 




















All subscriptions are payebie in Single 





The subscri; of the Boor SHow Recornpsr i which includes 
postage in the United Staten, itv poscasions Eg At ty 8 


FORRIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
coples 





Julian & Kokenge Co., Cincinnati, O..... 5 





Lilly, Henry, Co., New York City........ 87 








Mishawaka Rubber & Woolen Mfg. Co., 











Thrush fotlere’ to’ snd beonce 


Mishawaka, Ind. 















National Specialty Shoe Co., St. Louis, Mo. 39 






Nettleton, A. E., Syracuse, N. Y......... 17 
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ACext Week 


you will find 


in the 


Boot and Shoe 


‘Recorder 


TORES that are successful stay in 

their grades. The business man 
who knows the underlying wants of 
the public in his community is, because 
of this knowledge, a better business man, 
and contributes more to the general 
welfare, Out of the practical experience 
of the independent merchant, whether 
he owns one or a dozen stores, he ven- 
tures in shoes, based upon the true 
needs of his community, rather than 
the general needs of the masses nation- 
ally. We have not yet reached that 
sterile age when people dress, act and 
have tastes alike, so that the immediate 
future holds a brighter picture for style 
selection, as visualized in the Feb. 9 
issue. 


HOEMAKER Lucey, adviser to 

Calvin Coolidge, told him early, 
“You have a tongue both in your shoes 
and in your head. Keep them both laced 
tightly.” Calvin got his early philo- 
sophy from the shoemaker who had 
time to think, while his hands were 
busy. 


HE same trait of direct thinking 

needs encouragement. The bond- 
age of price decreases in an industry 
whose service necessitates the skill of 
experience in an item heretofore not 
adequately charged into the cost of the 
shoe to the ultimate consumer. 
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HERE is a VULCO-UNIT 

Box TOE specifically de- 
signed for the correct shoe 4 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day # 


THE GENWINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY D 
Largest cManufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. St: Louis, Wricut Gunman Co. Cincinnati, Geo. A. SpRiINGMEIER 
ARAN RAR RAD RTE RETRO LEN ARTISTE 














